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Again Acacia Leads 


ib a public address recently, the president of one of our large insurance com- 
panies said, 7 





“JT think we will agree that there is a growing number of company 
executives who are not fully satisfied with the usual agency contracts 
today. We do hesitate to change because of competitive conditions.” 

Regardless of competitive conditions, Acacia believes that mere production 
should not be considered; that agency contracts should be based on the best inter- 
ests of policyholders as well as the best interests of the permanent producing 
agents. 


These are the principles which underlie and were built into Acacia’s ideal 
agency contract in 1923. Ask any agent of this Company if he would go back 
to the old standard contract! 


Our contract provides: 


Commissions Standard first year commissions, with additional compensation for 
policies of $5,000 and up. 





Salary A monthly salary, increasing with each succeeding year, based on the 
—_—_—_——— increasing amount of business the agent has in force; instead of the 
usual nine or ten year renewals. 


Bonu Ss A bonus, every six months, for quality business, which increases in 
———— rate and size with the quantity and quality of the business. 


Provision for a continuation of earnings with progressively less work, 
Old ge income during old age 














Disability i _ , 
° rotection: against partial disability, temporary or permanent tota 
Protection disability. ° aie as 
Income to ; _ 
7 An income or pension to the survivors, in case of the agent’s death. 
Survivors 





Acacia does not want any company’s agents. We publish this advertise- 
ment merely to advise the insurance world that Acacia has the agent’s contract 
which present day conditions seem to necessitate. 


Acacia believes that a lapsed policy is a loss to the man who held it, to the 
agent who wrote it, and to the company which issued it. For years, Acacia has 
promoted and lived up to this principle, which is printed on its stationery and 
literature, 

“Do not lapse your policy in any other old-line company to take one in 


Acacia. Do not lapse your policy in Acacia to take one in any other 
old-line company. You lose in either case.” 


ACACIA MUTUAL LIFE INSURANCE CO. 


Chartered by the Congress of the United States in 1869 
WILLIAM MONTGOMERY, President 
Fifty-seven Branch Offices Home Office: Washington, D. C. 
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Small Policies in 
Favor This Year 


Agency Programs for 1933 Stress 
Number Rather Than Size 
of Sales 


RELAX VOLUME DEMAND 


Higher Rates and Decreased Dividends 
Make Small Lines More Attrac- 
tive Than in Past 


NEW YORK, Jan. 5.—As the agency 
departments lay out their 1933 program, 
a certain uniformity of objective and 
nethod is apparent among most of the 
companies. The new year is ap- 
proached with much less self assurance 
than formerly. That is, quotas are not 
being laid out with the feeling that they 
are based on mathematical probabilities. 
Agency men are not dogmatic about the 
future. 

One thing is certain and that is that 
the pressure for volume will be delib- 
erately relaxed. In the 1931 annual 
statements, a few companies showed a 
decrease in insurance in force. That 
may have been humiliating for a time, 
because amount of insurance in force 
and growth of insurance in force was 
still a primary objective. It is taken for 
granted that practically all of the com- 
panies in the 1932 statement will show 
a decrease in insurance in force. There- 
fore, the necessity of keeping up in size 
with the Joneses, so to speak, will be 
entirely removed. 

Volume Craze and Twisting 


Important agency executives have 
come to the conclusion that much of the 
twisting and rewriting that is afflicting 
the business may be blamed on the de- 
sire of the companies for volume. Gen- 
eral agents and agents who are con- 
stantly under pressure to produce more 
and more business are less likely to re- 
gard the interests of the policyholder 
and of the business in general with a 
judicial attitude than if they were not 
haunted by the notion that volume was 
the sole criterion by which they were 
measured. 


Heavy Mortality 


Another thing is certain and that is 
that more emphasis will be placed by 
agency departments on the small and 
average size policy and that the selling 
of jumbo policies will be even more 
forcefully discouraged. Sales in larger 
numbers rather than in larger amounts 
will be sought. With increased nonpar- 
ticipating rates and lower dividend 
schedules, small policies should be more 
attractive and the expense of putting 
them on the books can be more easily 
absorbed. When the volume craze was 
at its height, the $1,000 and $2,000 poli- 
cies were more or less eschewed by 
Many companies. The theory was that 
they were too expensive to handle prof- 
itably and that insurance on what might 








Higher Farm Prices Held Only 
Mortgage Situation Solution 





Farm mortgage delinquencies and fore- 
closures were discussed by Robert M. 
Green, assistant secretary Prudential, be- 
fore the American Economic Association 
in Cincinnati last week. Mr. Green stated 
that satisfactory solution of the farm mort- 
gage problem could come only through an 
increase in the agricultural commodity 
price level. 

“The very nature of my position,” said 
Mr. Green, “makes it natural for me to 
look at this problem from the lender’s 
standpoint. Under present conditions, the 
lender must, and has, adopted a policy of 
leniency to all worthy owner-occupants 
who show evidence of a willingness to ful- 
fill their contracts when and if they can. 
There is nothing for the lender to do but 
to continue this policy of leniency and a 
policy of refunding loans of worthy bor- 
rowers. In hopeless cases there is nothing 
to do but to foreclose. To the insurance 
company this does not mean a hopeless 
loss; it simply means a change in its in- 
vestment from a farm mortgage to a piece 
of land. The past and present experience 
of the insurance companies is such that 
they feel reasonable confidence in their 
ability to dispose of most of their land 
holdings in time at a satisfactory figure. 
The whole work-out, however, is de- 
pendent upon an improvement in the agri- 
cultural commodity price level. 


Moratoriums Not Logical Solutions 


“For reasons that should be obvious, 
such suggested solutions as moratorium, 
scaling down of principal, reduction in in- 
terest rates, etc., would not be any solution 
and would only bring further chaos. There 





is only one solution, and that is the raising 
of prices. Any method that may be devised 
that will bring this about without disrupt- 
ing still further our entire economic struc- 
ture, should be given a favorable hearing. 
Time, undoubtedly, will bring a solution, 
and the life insurance companies have 
plenty of time and can wait. I assure you 
that they are not afraid of the ultimate 
satisfactory solution of their farm loan dif- 
ficulties. They have accurate knowledge of 
the problem that confronts them; they have 
a sympathetic understanding of the bor- 
rower’s difficulties; they are well organized 
in the field for the handling of individual 
cases.” 


Compare Well with Other Investments 


On the subject of the farm mortgage as 
a form of investment, Mr. Green said that 
these investments had not fared so badly in 
comparison with common stocks, foreign 
bonds, railroad bonds, city mortgages, mu- 
nicipal bonds, bank stocks and all the rest. 
One advantage in favor of the farm mort- 
gage is that the mortgage itself never be- 
comes entirely worthless. Always some- 
thing recoverable remains and usually time 
changes conditions to permit full recovery 
of the amount of the loan. Mr. Green said 
further 

“The farm mortgage as a type of invest- 
ment at the moment is rather sick, but I 
think it is well to pause for a moment and 
remember that it can never die completely 
as many other investments have and may; 
and its possibilities for satisfactory recov- 
ery are probably as good as those of any 
other general type of security on the mar- 
ket.” 





be called a wholesale basis was more 
desirable. 

Companies find that their adverse 
mortality in 1932 was caused by the death 
of a comparatively few holders of large 
amounts of insurance. For instance, in 
one company 16 percent of the death 
claims paid last year by amount were 
due to suicide, but only 8 percent by 
number of claims. 

Since the experience on the average 
and small policies has been favorable, 
some companies are preparing to relax 
somewhat their underwriting require- 
ments as to these policies. For instance, 
the test of capacity to pay will not be 
so rigidly applied to buyers of $5,000 
policies. Some executives feel that al- 
though a man may have to make some 
sacrifice to buy a $5,000 policy, the pos- 
session of that amount would never in- 
duce him to commit suicide. By modify- 
ing somewhat the underwriting require- 
ments for small policies, the companies 
hope to get a larger spread. 

What is wanted in 1933 is honest, 
new, creative business. Many executives 
believe that this will be found among 
smaller policies. If agency departments 
concentrate on number of sales next 
year, emphasizing the small policies, they 
will recognize that the capacity of in- 
dividuals to buy has been curtailed and 
the value of the dollar has been in- 
creased. That is, a person who a few 
years ago might have been in a posi- 

(CONTINUED ON LAST PAGE) 








Financial Independence .. 
Week Highlights Stressed 





Five high points in the program for 
Financial Independence Week to be held 
in April are emphasized by H. M. Hol- 
derness, general chairman, and vice- 
president of the Connecticut Mutual Life 
in charge of agencies. 

Mr. Holderness says the movement is 
national in scope; approximately 300 life 
companies of the United States and 
Canada will participate. It represents a 
practical ideal for America. Ultimate 
economic and financial independence for 
the people (both for breadwinner and 
his dependents) is a goal greatly to be 
desired. Mr. Holderness says: 

“The program is particularly timely; 
present conditions have emphasized as 
never before the necessity of making 
proper financial provision for emergen- 
cies of all kinds. Public acceptance is 
another point. Great strides toward 
financial independence for the largest 
number of people have been made 
through life insurance and its special 
services of retirement income, endow- 
ments, annuities, etc., as well as life in- 
surance for pure protection. Some 68,- 
000,000 people now own over $100,000,- 
000,000 life insurance backed by some 
20 billion of assets.” 

It is finally a great cooperative move- 
ment, he says. 





Reinstatement Is 
Vital Subject Now 


Special Technique Is Demanded in 
Underwriting This Class of 
Business 





LEGAL ANGLES WATCHED 


Mechanical Handling of Such Cases Is 
Found Hazardous—Individual 
Action Is Essential 





With 
ing 


reinstatements steadily climb- 
come in with a 
rush as soon as the production of new 
business swings upward, the underwrit- 
ing of this class of business is chang- 


ing trom a more or less routine affair 


and promising to 


to one of considerable importance. Poli- 
cies vary somewhat in liberality in 
underwriting reinstatements, but many 


companies are 
can no longer 
as in the past, 
be individually underwritten. 
The present increase in the 
of reinstatements cannot be taken as 
indicating improved business condi- 
tions. It is due mostly to the increase 
in lapses and surrenders, to which it 
normally bears a certain percentage re- 


already finding that it 
be handled mechanically 


but that each case must 


volume 


lation. There is no indication that re- 
instatements are now any more num- 
erous in proportion to terminations 


than the normal ratio. 
Watch Legal Angles 


Since the large- scale underwriting of 
reinstatements is a new field, compan- 
ies are proceeding cautiously so as to be 
sure of their ground from a legal ~ 
of view. “Satisfactory evidence of i 
surability” means not only physical ac- 
ceptability, but moral and financial as 
well. Some companies have an inspec- 
tion report on their reinstatement cases 
and some do not. 


The incontestable clause is also a 
consideration in reinstating a lapsed 
policy. Careless underwriting exposes 


the company to the danger of a suicide 
as soon as the first premium is paid 
after reinstatement. In most cases, 
however, the incontestable clause is not 
made to apply, although some com- 
panies have attempted to include it in 
the reinstated contract. It is still in 
the experimental stage. 


Mainly Interests Stock Companies 


The problem is perhaps more directly 
the concern of stock companies than of 
mutuals. The position of stockholders, 
who are suaranteeing the rates, against 
undue liberality in reinstatement under- 
writing is readily appreciated. Under- 
writers of all companies, however, are 
keeping a close check on reinstatement 
underwriting because of the possibilities 
of adverse selection that might result 
from the volume of such applications, 
both at the present time and partic- 
ularly for the future. 
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hes York Life’ s . Dividends 
for 1933 Are Announced 


HUNTER MAKES STATEMENT 


Heavy Demand of Policyholders for Cash 
and Lower Earning Rate Given as 
Reasons for Reduction 


The new policy dividends of the New 
York Life, showing an average reduc- 
tion of 10 per cent from the 1932 scale, 
applicable on policies with anniversaries 
falling in January, February and March 
of this year, have been announced. The 
same basis is to be used for the follow- 
ing months of 1933 unless the board de- 
cides otherwise. ; 

Vice-president Arthur Hunter in a 
statement to agents says: “The heavy 
demand for cash funds by policyholders 
during the last two years has made it 
advisable for the company to maintain 
large cash balances and to make invest- 
ments with a high degree of liquidity, 
thereby decreasing the interest rate 
earned on the company’s funds. Earn- 
ings of all life insurance companies have 
been reduced by increases in rates of 
taxation and the imposition of new taxes, 
while at the same time payments for 
policy claims have been larger and in- 
come reduced by delays and default in 
interest on some of our investments.” 














Dividends on seven more popular 
forms, showing the fifth, tenth and 
15th year extra dividends, are: 

Ordinary Life 
cco Policy Year— 

‘ 5tt 10% 157% 20 
$ 3 

0.96 ; ; 

98 .f . 

1.00 § i 

1.02 , & 8. 

1.05 7.22 8. 

1.08 . 8. 

1.10 7.46 9. 

1.13 7.58 9. 

: 1.16 7.68 9.2 

5 1.18 7.79 9.3 

1 1.22 7.89 9. 

2 1.25 7.32 7.9 9. 
5 1.29 7.42 8.09 9.84 
9 1.32 7.56 8.19 10.03 
0 1,36 36 «8.31 10.21 
1 1,40 8. 10.40 
4 1.45 8.53 10.61 
5 1.50 8.67 10.84 
36 61.54 8. 8.3 11.06 
48 1.60 &. 8.$ 11.32 
58 1.65 8.2 9. 11.59 
1.71 8.52 R 11.97 
1.77 8.78 9.73 12.37 
1.84 9.05 .06 12.78 
1.90 9.33 .39 13.19 
1.98 9.63 -73 13.63 
2.06 9.94 11.09 14.09 
2.14 10.29 11.48 14.57 
2.23 10.63 11.87 15.06 
: 2.32 10.99 12.28 15.57 
* 2.42 11.38 12.71 16.10 
6 2.53 11.78 13.16 16.64 
93 2.64 12.20 13.63 17.22 
2 2.77 12.66 14.13 17.82 
6: 2.90 13.14 14.65 18.44 
0% 3.04 13.6% 15.18 19.09 
A 3.18 14.16 15.74 19.76 
8 3.34 14.71 16.34 20.48 
e 3.51 15.30 16.96 21.23 
2.8 3.69 oes 17.61 22.02 
3.4% . 3.88 16.56 18.29 22.87 

*Extra dividend of $5 in loth year for 
all ages. 

+Extra dividend of $10 in 15th year 
for all ages. 


++Extra dividend in 5th year. 





Note.—For family income _ dividend 
illustrations and cash dividend rates, 
ordinary life scale is used. 

20-Payment Life 

————-P olicy ; > rer. 

2 5 5tT o* 157 20 
Age $ $ $ 3 $ 
See 5.91 6.61 1.47 7.88 9.50 12.51 
TERS 5.93 6.66 1.49 7.98 9.63 12.65 
22. 5.97 6.72 1.52 8.12 9.78 12.82 
ae 6.02 6.81 1.54 8.25 9.93 13.00 
| ie 6.10 6.90 1.56 8.39 10.04 13.15 
eee 6.19 7.00 1.59 8.54 10.17 1%.30 
ies ee ae 6.28 7.12 1.62 8.68 10.30 13.46 
6.35 7.24 1.64 8.81 10.44 13.63 
. ae 6.48 7.37 1.68 8.94 10.55 13.79 
Bs veges 6.62 7.51 1.70 9.05 10.68 13.98 
PEELE 6.69 7.66 1.74 9.17 10.77 14.13 
. eae 6.88 7.78 1.77 9.25 10.89 14.32 
BB..00 7.01 7.90 1.80 9.41 11.02 14.52 
|, Pee 7.13 8.05 1.84 9.53 11.13 14.74 
, eer 7.31 8.14 1.88 9.63 11.25 14.95 
35 7.39 8.25 1.92 9.73 11.36 15.16 
ef 7.45 8.37 1.96 9.82 11.49 15.40 
| SET 7.64 8.48 2.00 9.93 11.63 15.65 
_ Spee 7.77 8.58 2.04 10.02 11.78 15.90 
cy 7.86 8.67 2.09 10.12 11.93 16.16 
ee 7.97 8.76 2.14 10.22 12.09 16.43 
ore 8.13 8.94 2.19 10.44 12.36 16.78 
ere 8.28 9.12 2.24 10.66 12.62 17.14 

(CONTINUED ON PAGE 17) 
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Comparative Data Given on 1932 
New Paid and Business in Force 








(The figures for 1932 business and insurance in force are estimates. 


Final figures 


»vill be published later.) 


New 1932 





Paid Bus. 
American Life, Col.......... $ 2,620,280 
Commonwealth Life, Ky..... 36,909,491 
Continental Assurance, Ill... 44,500,000 
Farmers & Traders Life..... 3,000,000 
Se Pe, Mica cetcncee eee 3,000,000 
Great Southern Life, Tex 29,756,454 
General Mutual, O........... 
Imperial Life, N. C.......... 
Liberty National, Ala........ 
Life & Casualty, Tenn....... 
Manufacturers Life, Canada. 
Mass. Mutual Life........... 160. 1000. 000 
Modern Life, Minn.......... 824,555 
Morris Plan Society......... 23,000,000 
Northwestern Natl. Life..... 74,348,835 
Pan-American Life .......-. 27,723,795 
Peoria LAE ..ccccccccccsseces 32,516,109 
Standard Life, Miss......... 3,004,232 
Southern Genl. Mut. Life. 175,000 
State Farm Life, Ill......... 5,321,493 


**Washington National ..... 39,600,000 
*Includes reinsurance. ; 
**Includes industrial and ordinary. 


Travelers Figures for 1932 





Income From the Three Affiliated In- 
surance Companies Shows a 
Decrease of 9 Percent 


The annual income of the Travelers, 
Travelers Indemnity and Travelers Fire 
was $197,581,000 for 1932, a 9 percent 
decrease as compared with last year. The 


Premiums of the three companies ex- 
ceeded $166,992,000. The Travelers 
companies closed the year with $84,- 


800,000 in federal government bonds and 
over $18,000,000 in cash. The new life 
insurance paid for during the year ex- 
ceeded $506,000,000. The life insurance 
premiums were $102,786,000 and the ac- 
cident and health $11,816,000. 

President Zacher in commenting on 
the returns said that 1932 presented un- 
usual difficulties, both economic and po- 
litical to all kinds of business. These 
conditions must be given due considera- 
tion. He said the results of the Trav- 
elers are a reflection of these adverse 
conditions continuing since 1931, but he 
finds that the organization met them 
with energy and zeal. 





Is Reappointed 











S. VAN SCHAICK 


GEORGE 


Governor Lehman of New York on 
taking office this week announced the 
reappointment of George S. Van Schaick 
of Rochester as superintendent of in- 
surance for a term of two years. Mr. 
Van Schaick is one of the outstanding, 
able insurance commissioners of the 
country, who has made a name for him- 
self in many ways. 





Gain or Fain or 


New 1931 Loss in Loss in 
Paid Bus Force, 1932 Force, 1931 
$ 5,403,743 —$3,582,632 $ 283,968 
36,148,264 —S, 626,277 —1,865,129 
33,624,036 7,300,000 6,044,571 
5,200,000 —1,100,000 1,200,000 
3,600,000 —3,000,000 —2,000,000 
291337,464 —895,537* —25,646,938 
638,500 609,256 576,500 
10,296,291 —303,367 296,633 
26,430,928 —2,420,881 —2,522,223 
20,482,553 —4,741,734 5, 342. 411 
69,717,698 —16,000,000 12,464,794 
228,800,000 —90,000,000 61,800,000 
1,694,500 —1,740,646 50,931 
32,580,000 —8,952,000 6,392,848 
66,982,515 1,495,48€ 9,347,864 
32,695,422 —16,968,150 —3,517,792 


37,090,555 —12,919,382 





4°349°413 300,000 2°511.335 
99,000 105,000 52,500 
5,151,121 3,389,643 3,108,021 
27,060,686 3,370,000 3,330,656 
Horton Made Iowa Manager 


Well Known Life Insurance Man With 
Central States Joins the National 
Life, U. S. A. 


Glenn E. Horton, Des Moines, has 
been appointed agency manager in Iowa 
for the National Life U. S. A. He has 
offices at 702 Southern Surety building, 
Des Moines. 

Mr. Horton 
and raised in Des 
life insurance with 
Life of Des Moines, serving for seven 
years, and at the time the company 
merged with the Lincoln National Life 
in 1928 he was auditor. 

Following the merger he went to Ft. 
Wayne with the home office of the Lin- 
coln National, but returned to Iowa a 
year later as general agent for the Cedar 
Rapids Life at Waterloo. He represented 
that company, and later the Central 
States Life of St. Louis for a number of 
years, and leaves the latter company to 
become associated with the National Life 
o. & A 

E. E. Hill will be assistant agency 
manager and will have charge of office 
training for new agents. He too was 
with the Merchants Life for many years, 
serving as assistant secretary. Later he 
was in lowa territory for the United 
Mutual Life of Indianapolis. 


is a native Iowan, born 
Moines. He started in 
the old Merchants 


Englehart Is Promoted 


Philip Englehart has taken his new 
position as general agent of the Massa- 
chusetts Mutual at Seattle, having 
been connected with the agency for 13 
years. He succeds the late H. G. Col- 
ton. Mr. Englehart joined the com- 
pany in August, 1919, and has been the 
leading producer in the agency. He has 
made his home and headquarters in 
Yakima in southern Washington. 


Would Increase Ohio Tax 


The legislative committee in Ohio re- 
porting. on the 1931 intangibles tax law 
has recommended a franchise tax of 
three mills to replace the five mill tax 
on intangibles. Since no exemptions 
would apply to the franchise tax, the 
result would be an appreciable increase 
in taxes for several Ohio companies. 





Refunds on Income Tax 


The Manhattan Life, $2,723; Mutual 
Life of New York, $64,754; Philadelphia 
Life, $4,284; National Life & Accident 
of Nashville, $36,720; New York Life, 
$143,478; Pan-American Life, $18,629; 
North American Life, Chicago, $30,583, 
are companies that have received re- 
funds from the federal government on 
their income tax. 
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| Equitable « of £ New York in 
Managers’ Contract Change 


RECOGNIZING PERFORMANCE 


Compensation Based on Straight Salary 
Plus Additions for Persistency, 
New Agents, Efficiency 


NEW YORK, Jan. 5.—With the aim 
of bringing field management compensa- 
tion more directly in line with actual 
performance and providing additional 
stimulus to efficiency of management, 
persistency of business and development 
of new men, the Equitable of New York 
has announced a new contract for its 
agency managers and unit managers, 
which went into effect Jan. 1 

The new arrangement has been care- 
fully worked out to stimulate the closest 
possible approach to the ideal in agency 
management, recognizing that not only 
volume of business but persistency of 
business, efficiency in management and 
development of new man-power must be 
taken into account in regulating compen- 
sation. 

The present step is a further develop- 
ment of the change in managers’ and 
unit managers’ compensation made three 
years ago. 

With added compensation for effi- 
ciency, persistency and new agent devel- 
opment as provided under the new con- 
tract, it is possible for the manager or 
unit manager to earn a_ considerably 
larger annual income on the same pre- 
mium production. 


Vicious Competition From 
Investment People Reported 


What may presage some vicious com- 
petition on the part of unscrupulous in- 
vestment houses is the program of one 
such concern, which is deliberately raid- 
ing the policyholders of three or four 
life insurance companies. 

This investment house has prepared 
an analysis of these three or four me- 
dium sized life insurance companies pur- 
porting to show that they are insolvent 
The investment house has acquired the 
names of many policyholders of these 
companies and a large number of so- 
licitors have been employed to approach 
these policyholders, show them the an- 
alysis of their companies and urge them 
to surrender their policies, using the 
cash to buy bonds, which the invest- 
ment house is offering. The solicitors 
are advising the policyholders on how 
to proceed in making demands for cash 
upon their life companies. The bonds 
that are being offered are standard is- 


sues of good rating and not merely pets 


investment house. 

The investment house which en- 
gaging in this undertaking heretofore 
has not had the reputation of a direput- 
able concern, although it is not of the 
first rank. It is plain that if tactics of 


of the 


1S 








this kind are engaged in by any number 


of investment people and a certain few 
companies are singled out as 
that the pressure would be terrific. 


victims, 


Life insurance companies have always 


attempted to compete amicably and not 
on a mutually exclusive basis with the 
sellers of other investments. 


be unfortunate if bitterness should de- 
velop between life insurance and in- 
vestment people. 
Joins Blind Organization 
KANSAS CITY, MO., Jan. 5.—AJ 
Neil Somerville, associated with the§ 


Penn Mutual for 18 years, and formerly} 
president of the Kansas City Life Un] 
derwriters Association, has become get 
eral agent in Missouri of the Blind Ir 
surance Association of America. Mr 
Somerville has resigned as supervisor olf 
the J. & E. M. Somerville agency © 
the Penn Mutual here, although he re 
tains his contract as an agent. 
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About 15 Percent 


Report Is Made on Commercial 
and Monthly Payment 
Companies 


GET MORE APPLICATIONS 


and Health Offices Give 
1932 


Accident 
Their Experience for 
Compared With 1931 


The total premium income of com- 
mercial and monthly premium accident 
and health companies and departments 
for 1932 will be about 15 percent be- 
low that of 1931. This result is fore- 
cast by an examination of preliminary 
returns on 1932 business sent in to the 
Accident & Health Bulletins, published 
by Tue NationaAL UNDERWRITER. For 
90 percent of the companies reporting, 
the decrease in premium income for the 
year is above 10 percent and for 45 
percent, the decrease is 20 percent or 
more. The reporting company showing 
the smallest decrease in premium income 
is the Ministers Casualty Union, writing 
by mail. Its decrease is about 3 per- 
cent. The highest percentage decrease 
reported was 40 percent. 


One Bright Spot Seen 


One of the bright spots in the pres- 
ent outlook for some companies is the 
increase in the number of applications 
being received compared with those re- 
ceived earlier last year. One company 
official says this indicates one of two 
things: First, that men are returning to 
work, and second, that agents have 
taken on additional courage and are 
working harder themselves. Where 
these increases have taken place, they 
have been slight, and have not been 
sufficient to cause any increase in pre- 
mium volume. 

In premium volume, the decrease in 
new business written in September, Oc- 
tober and November, 1932, as compared 
with new business written in the same 
months of 1931, averages about 20 per- 
cent. The highest percentage decrease 
in new business reported for any one 
company was 58 percent in October. 
A decrease in new business in Septem- 
ber, October and November, 1932, as 
compared with 1931, from 25 percent to 
40 percent was common. Only one 
company showed any consistent gain in 
new business for these three months 
last year. 


Loss Ratio Will Show Increase 


The loss ratio for 1932 will show 
some increase over 1931. Two-thirds of 
the companies reporting show a loss 
ratio of 60 percent or greater. In fig- 
uring these loss ratios, claim expenses 
were included. Companies showing a 
loss ratio of 55 percent or below for 
1932 will be very few in proportion to 
the number of companies in the field. 
While a few companies report an im- 
provement in the lapse ratio for Sep- 


tember, October and November, 1932, 
most of them said the lapse ratio 
Showed no improvement for those 


months as compared with months im- 
mediately preceding. The returns sent 
in to the “Bulletins” covered a little 
above one-third of the commercial and 
monthly premium accident and health 
annual business. 





The Fidelity Union Trust Co., Newark, 
Will give its annual dinner to New Jer- 
Sey life underwriters Jan. 11. There will 
be several speakers and a musical pro- 
fram. C. E. Hooper, president Life Un- 
New 


LIFE INSURANCE EDITION 








Metropolitan Life Secures 
American Library Contract 





At the mid-winter nfeeting of the 
American Library Association in Chi- 
cago last week, it was announced that 
the special committee on annuities and 
retirement funds for librarians in United 
States and Canada after some 2% years’ 
work had concluded arrangements with 
the Metropolitan Life whereby librarians 
can secure and arrange for a retirement 
fund. It is a group annuity contract. 
It provides that 5 percent of a librarian’s 
salary shall be deducted each month 
and the amount transmitted to the 
American Library Association headquar- 
ters in Chicago. If a librarian desires 
to obtain a larger annuity a higher per- 
centage can be deducted. 

The plan has received much attention 
from the committee which is composed 
of librarians all over the country with 
H. P. Brigham, chief librarian at Louis- 
ville, as the chairman. The only person 
not a librarian on the committee is C. M. 


O. L. Heltzen Is Appointed 
Rhode Island Comunissioner 


PROVIDENCE, R. L., Jan. 5.—Oscar 
L. Heltzen, former assistant attorney 
general, has been appointed by Governor 
Case as insurance commissioner to fill 
the unexpired term of P. H. Wilbour, 
resigned. Mr. Heltzen was backed by 
many insurance leaders and organiza- 
tions. He is a graduate of Brown Uni- 
versity and Harvard law school and has 
held numerous public offices. He is an 
instructor at Northeastern University 
and a member of the judiciary commit- 
tee of the Rhode Island Bar Association. 

Mr. Wilbour’s term expires Jan. 31, 


ject to confirmation by the state senate. 
Confirmation is expected, as the new 
senate, which convened Jan. 3, is Re- 
publican. 

At the expiration of the term Jan. 31, 
the new governor, T. F. Green, Demo- 
crat, will be required to fill the vacancy 
permanently, with the confirmation of 
the senate. If it refuses Mr. Green’s 
choice, the senate may name the com- 
missioner, so that it is possible that Mr. 
Heltzen may receive the permanent ap- 
pointment for a full term. 


Announce Distribution of 


Insurance Loans by R. F. C. 


WASHINGTON, Jan. 5.—The Re- 
construction Finance Corporation re- 
ceived applications for loans from 11 
insurance companies in November, five 
more than in October. 

Since its establishment, the corpora- 
tion has authorized 118 loans aggregat- 
ing $78,553,200 to 95 insurance com- 
panies, including 11 in Illinois, 10 in 
Iowa, seven in Texas, six each in In- 
diana, Michigan and New York; five 
each in Kansas, New Jersey and North 
Carolina; four in Missouri; three each 
in Alabama, Ohio and Pennsylvania; 
two each in Arkansas, Louisiana, Mary- 
land, Nebraska, Oklahoma and Tennes- 
see, and one each in Colorado, Florida, 
Kentucky, Minnesota, Mississippi, North 
Dakota, South Carolina, South Dakota 
and West Virginia. 








Meet at Edgewater Beach 


The Edgewater Beach Hotel, Chicago, 
has been selected as headquarters for 
the annual meeting of the National Con- 
vention of Insurance Commissioners, 
June 1-3. Because of the meeting being 
held during the Century of Progress 
exposition in Chicago, Secretary Jess G. 
Read i urging commissioners and 
others who contempiate attending to 


1s 





Jersey, will speak. 





make reservations early. 


but Mr. Heltzen’s appointment is sub- | 





Cartwright of THe NationaL UNpeEr- 
WRITER representing the library trustees, 
he being president of the public library 
board at Evanston, Ill. The entire an- 
nuity and retirement program was ex- 
plained to the librarians by members of 
the committee and representatives of the 
Metropolitan Life at the meeting. 

The Metropolitan will get in touch 
immediately with librarians all over the 
country to outline the system. The 
plan provides for contributions on the 
part of libraries to augment the retire- 
ment fund of members of the staff. The 
technical advisor of the special commit- 
tee was Secretary R. B. Robbins of the 
Teachers Insurance & Annuity Associa- 
tion of New York City. 

R. O. Davies from the group division 
of the Metropolitan Life in New York 
was present to assist in getting the 
librarians better acquainted with the 
new plan. 


Completing First Unit of 
Metropolitan’s New Home 


The Metropolitan Life is now com- 
pleting the first unit of its new building 
which will ultimately cover the entire 
block bounded by Fourth and Madison 


avenues, 24th and 25th streets, New 
York City. By Jan. 1 approximately 
half of the 13,000 workers who were 


housed in the other building of its home 
office group were installed in the new 
structure. 
The new 
frontage on 
24th and 25th 
feet westward 


unit occupies the entire 
Fourth avenue, between 
streets, and extends 200 
on the side streets. 








Insurance Taxes 
Total 95 Million 


Costs States Only 4.6 Percent of 
Revenue for Super- 


vision 


CHAMBER FIGURES 


U. S. 


Excess for Ten Year Period Totals 
$771,183,196—Penalizes Those 
Who Protect Themselves 


WASHINGTON, D. C., Jan. 5.— 
The insurance department of the Cham- 
ber of Commerce of the United States 
found, through a survey, that 
surance policyholders paid to the states 
in indirect taxes in 1931 a total of 
$95,484,540. While this is a decrease of 
about 4 percent as compared with 1930 
figures, it estimated that insurance 
premiums decreased more than 10 per- 
cent. The total all 
the state insurance departments in 1931 
amounted to $4,405,669. In other wordg, 


has in- 


1s 


disbursements of 


4.61 cents of each dollar collected in 
taxes, or $1 out of each $21.69, was 
spent for service of policyholders, the 
remaining 95.39 cents being used for 
general purposes. 

An analysis of the figures discloses 
that for the years 1922-1931 inclusive, 
total tax collections from all lines of 


insurance amounted to $804,514,496 and 
expenditures of the state insurance de- 
partments totalled $33,331,300. The ex- 
$771,183,196, would be more than 
(CONTINUED ON PAGE 17) 
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underwriter: 


For the Family: 


unfinished projects, etc., 


through annuity. 


For Business: 


Also: 


Philanthropy. 





Independence Square 








The Nation’s Life 


In 1933 these are among the services which 
will create unbroken daily work for the life 


Clean-up fund, mortgage coverage, 
monthly income for widow, college education for child- 
dren, annuity for aged parents or other dependents, re- 
tirement income for husband and wife. 


For the Self-Supporting Woman: 
ment at middle age, or for a retirement income; coupled 
with life insurance for a dependent when necessary. 


For the Man or Woman of Means: Estate conservation, 
to cover taxes, administration expenses, depreciation, 
and a retirement income 


Group insurance, 
coverage of obligations, protection against death of a key 
man, protection of stock interests, plus creation or main- 
tenance or expansion of credit. 


Insurance for young boy or girl. 
income for bachelor, and insurance for his dependents. 


A work of great magnitude lies before the 
life underwriter in 1933. 


° 





THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


Provides for endow- 


salary deduction, 


Retirement 


PHILADELPHIA 
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“A Source of Comfort 
Through the Years” 


The Record of a Small Policy 
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— following letter from a Wisconsin 
clergyman illustrates strikingly how 
even a small life policy kept in force may be 
the chief or sole means to security and peace 
in the later years of life: 


“My mind goes back across the years, to 
an afternoon in North Dakota, when a rep- 
resentative of the New York Life came to my 
home and urged me to take out some Life 
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Insurance. I believed in insurance but was % 
too poor to make a start. I was so short of iS 
money that the agent had to lend me the S 
money for my first premium. My only re- : 
gret is that I did not let him make it three fe 
thousand instead of one, as he wanted to do. % 

“Tt has been a source of comfort through ® 
the years, to have even so small an amount in . 








Y 


a safe place. Now we are no longer young, 
and have decided to buy a little home. This 
means that we need the small savings the 
New York Life has been keeping for us 
these many years. . . .” 
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This is a $1,000 20 Payment Life policy 
issued at age 35. Total premiums paid— 
$766.80. Present cash value, including divi- 
dend deposits, amounts to $1,146.21. Through 
all these years the beneficiary has been pro- 
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* tected for $1,000. | 
5 A life or endowment policy (but ie 
° not term insurance) is an Insured : 
: Savings Plan with guaranteed iS 
values for retirement. bs 
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NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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Guardian Opens Third New 
Metropolitan N. Y. Office 





J. M. EISENDRATH IS IN CHARGE 





Official of McNamara Organization, 
Which Formerly Represented the 
Guardian, Given Responsibilities 





NEW YORK, Jan. 5.—Marking the 
establishment of its third new metropoli- 
tan agency within 30 days, the Guardian 
Life has announced the appointment of 
Julius M. Eisendrath as manager. The 
new office will be located in the mid- 
town section and will be opened within 
the next few days, with further appoint- 
ments to the management staff to be an- 
nounced later. 

Mr. Eisendrath takes over his manag- 
erial responsibilities for the Guardian 
with a record as personal producer and 
agency organizer. He has been engaged 
in the life insurance business since 1921, 
with the last four years spent as agency 
manager at the Fifth avenue office of the 
John C. McNamara organization, which 
until recently represented the Guardian. 

Born in Amsterdam, Holland, Mr. Ei- 
sendrath came to the United States 30 
years ago, residing eight years in Chi- 
cago and 18 in Minneapolis. In 1921 he 
began selling for the Penn Mutual in the 
latter city. In 1924 he joined the Min- 
neapolis sales force of the Prudential, 
where his personal production averaged 
better than a million a year. He left this 
connection in 1929 to open the Mc- 
Namara organization’s office for the 
Guardian at 245 Fifth avenue in New 
York City. Since joining the Guardian, 
his organization duties have not pre- 
vented him from continuing his personal 
production. In 1929 and 1930 his pro- 
duction won him seventh and sixth place 
respectively in the entire Guardian field 
for the calendar years 1931 and 1932, 
and for the club year ending last June, 
he ranked second in production, with 
well over a million to his credit. 


District Code Is Considered 


Sub-Committee of the House Gave 
Hearing on the Proposed Revision 
of the Laws 








A further hearing will be held before 
the insurance and banking subcommit- 
tee of the House District of Columbia 
committee, which is considering the in- 
surance code for the district. At the 
recent hearing most of the time was 
given to proposed life insurance pro- 
visions although there were other insur- 
ance groups represented. H. S. Weaver, 
attorney for the Association of Life 
Insurance Presidents, and J. N. Moses 
of the Sun Life of Baltimore, objected 
to the inclusion of life agents in the sec- 
tion providing for agency qualifications 
through written examinations. 

Mr. Weaver asked that a definition of 
“admitted assets” as “those prescribed 
in this act as proper for the investment 
of funds of domestic companies” be 
eliminated. Admitted assets, he de- 
clared, are defined in the uniform annual 
statement blank and the foreign com- 
panies are subject to the statutory re- 
quirements of their home states. Ob- 
jection to the definition was made by 
C. G. Taylor, Jr., first vice-president, 
Metropolitan Life, and H. W. Kacy, 
Acacia Mutual. Mr. Taylor asked that 
the group insurance section be amended 
to permit life companies to cover offi- 
cials and employes of subsidiary com- 
panies written under a single group 
policy. It was suggested by Mr. Moses 
that minors be permitted to contract for 
life insurance and privileged to name as 
beneficiaries any persons caring for them 
or with whom they are living. The bill 
as proposed limits beneficiaries to 
mothers, fathers, husbands, wives, chil- 
dren, brothers and sisters. 

There were other suggestions made as 








H. C. Harris Is Joining 
Great American Life 








HENRY CAMP HARRIS 


Announcement is made by Chas. E. 
Becker, president of the Great American 
Life of San Antonio, of the election of 
Henry Camp Harris as vice-president. 
For the past 20 years Mr. Harris has 
been identified with the development of 
Texas life companies. He will continue 
to live in Dallas maintaining an office in 
the Tower Petroleum Bldg., taking an 
active part in the agency development 
program of the Great American. 

On two different occasions Mr. Har- 
ris served as president of the Texas As- 
sociation of Life Underwriters. He has 
pioneered the development of family and 
retirement income contracts. His well 
known sales presentations will become a 
part of the Great American equipment. 
Mr. Harris was formerly executive vice- 
president of the National Security Life 
at Wichita Falls. 

President Becker announces that his 
company has approximately $11,000,000 
of business in force and that the capital 
and surplus are in excess of $400,00. 
During 1932 the assets increased about 
400 percent. Of the total amount, 76 
percent are in cash, government, state 
and municipal bonds. 








to changes. Insurance Superintendent 
H. L. Davis asked that fees for agents 
and brokers’ licenses be increased from 
the amounts provided in the bill to those 
apparently charged under existing laws. 





University Insurance 


Teachers Organized 








University teachers of insurance in at- 
tendance at the annual convention of 
various economic and sociological soci- 
eties in ‘Cincinnati last week formed the 
American Association of University 
Teachers of Insurance. S. S. Huebner, 
professor of insurance at the University 
of Pennsylvania, was made president. 
Other officers are R. H. Blanchard, Co- 
lumbia, vice-president; F. G. Dickinson, 
Illinois, secretary-treasurer; A. H. Mow- 
bray, University of California; S. H. 
Nerlove, University of Chicago, and C. 
L. Parry, Metropolitan Life, additional 
members of the executive committee. 

The new association plans to meet for 
one day each year at the place and 
time set for meetings of the “American 
Statistical Association. The purposes of 
the association are the promotion of in- 
surance education, encouragement of in- 
surance research, free discussion of in- 
surance subjects, publication of material 
which may forward the general purposes 
of the organization, cooperation with or- 
ganizations interested in insurance edu- 
cation. About 20 teachers were present 
at the organization meeting. 
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Companies Are Equipped to 
Weather More Adversity 


E. L. Bowers of Ohio State Univer- 
sity, in addressing the meeting of the 
American Statistical Association in Cin- 
cinnati, declared that the life companies 
have withstood in convincing fashion 
the first three years of the depression 
and that they have prepared themselves 
to withstand more of it. Cash demands 
have subsided, he declared, and if they 
continue to decline the main obstacles 
facing the companies are the depressed 
market for mortgages and securities and 
the decline in new business, the latter 
being important mainly as it affects the 
cash position. 

A tavorable record of life insurance 
will cause more people, he said, to re- 
gard it as a safe investment and to 
think of their policies as emergency 
funds for a rainy day. Almost every- 
thing which affects the life insurance 
business must depend fundamentally 
upon the future course of business in 
general, he said. 

Mr. Bowers reviewed many of the 
life insurance investment facts which 
were brought out at the annual meet- 
ing of the Life Presidents’ Association. 
He said that policy and premium loans 
and lapses constitute the principal in- 
vestment problem of the depression. 
They have transformed life companies 
into demand paying institutions and 
have exposed them to all the problems 
of cash over the counter, he said. 

As a result of the strength life in- 
surance has exhibited in the depres- 
sion, more insurance will be sold in the 
future, the speaker predicted, and the 
amount of cash that can be demanded 
will be correspondingly greater. It will 
be important for the companies to in- 
crease their cash position, he declared. 

The amount loaned to life insurance 
companies by the Reconstruction Fi- 
nance Corporation, according to Mr. 
Bowers, to date is not more than $1 for 
each $500 of assets of all companies. 

The problem facing life companies is 
the same as that confronting any type 
of financial institution which is obli- 
gated to pay a fixed number of dollars 
irrespective of their value. 

The number of life company receiver- 
ships today is negligible in contrast 
with the many failures in earlier depres- 
sions, he said. This is because of better 
governmental regulations, more flexible 
company management and the confi- 
dence which life insurance enjoys. 


Equitable’s Indiana Changes 

Howard H. Meid, who has been dis- 
trict manager at Lafayette, Ind., for the 
Equitable Life of New York for three 
years, has been transferred to Fort 
Wayne, Ind., as disrtict manager. He 
will have jurisdiction over 14 counties. 
Mr. Meid is a former president of the 
Life Underwriters Association of La- 
fayette. 

_Walter E. Reamer, formerly field as- 
sistant for the Equitable Life with 
headquarters at Muncie, Ind., has been 
appointed district manager for the com- 
pany at Lafayette. His territory in- 
cludes LaFayette and nine adjacent 
counties. 


Danielson Made Agency Man 
KANSAS CITY, MO., Jan. 5.—C. A. 


Danielson, secretary of the Surety Life, 
has been named superintendent of agen- 
cies. He will continue as secretary, 
also. Mr. Danielson has actively man- 
aged the agency affairs of the company 
since last September. Since that time 
the company has shown an average in- 
crease of $100,000 a month over lapsa- 
tions. In its annual report it showed 
an increase for the year of 5 percent in 
business in force. 


Edward M. Martin Dies 
Edward M. Martin, vice-president and 
counsel of the Guarantee Mutual Life 
of Omaha, died suddenly of a heart at- 
tack in Los Angeles while on a vaca- 











Department Merger Plan 
in Some States Opposed 





Lack of visible tax revenue in a num- 
ber of states has resulted in proposals 
to consolidate a number of departments, 
and in some of these states the insur- 
ance departments have been prominently 
mentioned as candidates for merger. This 
is a proposal to which insurance men 
are unalterably opposed. In Illinois, for 
example, where under former Governor 
Lowden many departments were merged, 
insurance men even now are pushing 
strongly for the setting up of a separate 
insurance department answerable only to 
the governor. 

It is considered extremely unwise to 
make an insurance department merely a 
subordinate adjunct of some other state 
office—especially since the amount of 
premiums collected from all kinds of 
insurance is from three to six times the 
cost of running the state’s business, 
and thus insurance is in fact a business 
bigger than the business of state. 

In view of the recent troubles of 
some insurance companies, notably those 
resulting in part from inadequate state 
laws and insufficient supervision, it is 
considered that it would be dangerous 
to weaken state insurance supervision 
or to have anything but an exclusively 
insurance department with a commis- 
sioner at the head whose sole business 
would be to watch and guard the busi- 
ness. 

Nebraska Governor's Precedent 

Governor Bryan of Nebraska recently 
recommended creation of a separate in- 
surance department and in some other 
states where the insurance departments 
are subordinate to other state offices 
similar proposals are being made. 

Insurance men point out that the 
states collect an average of $77,000,000 
a year from insurance companies in 
taxes and fees and spend only about 
4 percent for supervision of insurance, 
the rest going into general fund. 


Mielenz Agency Conference 


Among the speakers at the agency 
round-up, which was held by the A. E. 
Mielenz agency of the Aetna Life in 
Milwaukee between Christmas and New 
Year’s, was S. T. Whatley, general agent 
of the Aetna Life in Chicago, who will 
become vice-president of that company 
March 1. Two members of the home 
office staff were on hand for the confer- 
ence, they being W. H. Carroll of the 
underwriting department and O. H. 
Jesse of the accident and health depart- 
ment, 


Wants Detailed Information 


Commissioner Senff of Kentucky noti- 
fies life companies that although the 
National Convention of Insurance Com- 
missioners approved the suggestion of 
the joint blank committee of the Amer- 
ican Life Convention and Association of 
Life Insurance Presidents in remodeling 
schedule B-3 of the life blank, he feels 
that it is too condensed to show suffi- 
cient information concerning mortgage 
loans and therefore he will require that 
all statements filed be completed in de- 
tail, as called for in the printed blank 
and not summarized as suggested. 








tion trip there. He was 62 years of 
age. : 
Mrs. Martin and their small daughter 


Angeles about the 
Martin 


left Omaha for Los 
middle of December and Mr. 
joined them about a week later. 

Mr. Martin was born in Delafield, 
Wis., and graduated from Grinnell col- 
lege, Iowa, and from the University of 
Nebraska law school. He started the 
practice of law in Omaha and he had 
been associated with the Guarantee Mu- 
tual Life since its inception about 30 
years ago as the Guarantee Fund Life 
Association. He had been counsel for 
the Nebraska Bankers Association. 
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. . . constant training keeps an athlete in condition. 


.. . constant watchfulness of investments keeps a life 


insurance company in sound financial condition. 


Even during the past three years of business depres- 
sion The Midland Mutual Life Insurance Company 


has kept in condition . . . Its surplus increasing ap- 


proximately one-third in this period. 


By always keeping in condition The Midland Mutua 
has retained the confidence of its policy holders, its 


representatives and the public. 


It is a good company to work for 


THE MIDLAND MUTUAL 


LIFE INSURANCE CO. 
Columbus, Ohio 
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ACK of the cold and unrelieved 
figures which tell the story of 

this year’s work will stand the tri- 
umphant fact that The Franklin and 
the institution of life insurance have 
kept the faith, and stand ready to 
continue indefinitely the function of 


protection. 


It is our task, our duty, and our 
opportunity to spread the sound doc- 
trine of life insurance as a basis of 


financial security and independence. 


The Franklin 
Life Insurance 
Company 


Springfield, Illinois 





























modern insurance 
needs- 









~~ the 
tnodern policy contracts 
G& The Lincoln National Life 
Insurance Company 
Fort Wayne, Ind. 










When you hear about “Life Insurance as a Property Investment”—and you'll hear about it 
if you stay in the business—you are hearing about a selling idea fully developed and 
perfected only in “The Essentials of Life Underwriting’”—a New Training Course by Abner 
Thorp, Jr. The Diamond Life Bulletins, 420 E. 4th St., Cincinnati, O. 











T. J. MeCOMB, Chairman of the Board 


Ames’ Life Trust Is Exempt 
From Claims of Creditors 


A striking example of the Illinois law 
as to exemption of proceeds of life in- 
surance policies from the claims of cred- 
itors was the decision of the Illinois 
appellate court in the case of Gurnett & 
Co., Boston stock brokerage house, 
against the Mutual Life of New York, 
Penn Mutual and Central Republic 
Bank & Trust Co., trustee of the estate 
of K. L. Ames, who was publisher of 
the Chicago “Journal of Commerce.” 

The decision followed a long line of 
precedent in conformity with the prin- 
ciple that when a policy matures, even 
though the assured had reserved the 
right to change the beneficiary, the pro- 
ceeds of the policy payable to a named 
beneficiary are exempt from the claims 
of creditors of his estate, even though 
his estate be insolvent. 


Can Recover on Premiums 


The only modification of this principle 
is that if the assured paid premiums on 
the insurance while he was insolvent 
during his life time under such circum- 
stances as to come within the definition 
of fraud of creditors, then his creditors 
can recover from the proceeds of the in- 
surance the premiums so paid in fraud 
of creditors with interest. 

Gurnett & Co. claimed that Ames 
owed them $325,000 and the suit was 
brought to prevent the payment of the 
proceeds of the policy to the beneficiary. 
There was no allegation on the part of 
Gurnett & Co. that any fraudulent pur- 
pose entered into the agreement for the 
creation of the trust. Therefore the 
question of fraud of creditors was not 
involved. 

Gurnett & Co. contended that since 
Ames reserved to himself the right to 
change the beneficiary, the interest of 
the trustees in these policies was a mere 
expectancy and in no sense property 
such as would give a court of chancery 
a subject matter to which its jurisdic- 
tion might attach. 


Transferred Legal Title 


The court said that Ames had divested 
himself of legal title to the policy and 
substituted his trustee. He could, upon 
compliance with conditions precedent, 
take back and place anywhere he pleased 
the legal right to receive the proceeds 
of the policies upon maturity. Until he 
exercised that power the trustee held 
the legal title to these policies in trust 
for the parties named in the trust agree- 
ment. In other words, the result of the 
contract between the insurance company 
and the assured and the contract be- 
tween the assured and the trustee was 
to constitute the trustee a donee bene- 














ficiary under the law with no difference 





S. A. APPLE, 


Treasurer 


South Dakota Demands Jse 
of Actual Market Values 


Commissioner Horswill has informed 
companies that the South Dakota de- 
partment is not accepting the so-called 


convention valuation basis for stocks 
and that values as of Dec. 31, 1932, must 
be used in annual statements. Com- 


panies may use the amortization method 
on bonds not in default if they so desire, 
but market value as of Dec. 31 for bonds 
will be accepted. 

Mr. Horswill states that if book val- 
ues exceed market, or amortized values, 
the excess shall be deducted as a non- 
admitted asset, and not included in the 
liability column. This is necessary, he 
said, to reflect the true admitted assets 
as well as liabilities. Statements not 
filed in compliance will be returned for 
correction. 


CALIFORNIA ACTION 


Commissioner Mitchell has notified all 
companies operating in California that 
the basis of valuation of bonds and 
stocks outlined in the resolution adopted 
by the National Convention of Insur- 
ance Commissioners will be accepted, 
adding that,“upon setting up the con- 
tingency reserves in the financial section 
of the annual statement, as referred to 
in the fifth item of said resolution, it is 
imperative that the insurance commis- 
sioner of California be notified by sep- 
arate memorandum (not for publication) 
accompanying the annual statement, of 
the exact percentage of the excess of 
convention values over present existing 
market values, included in these re- 
serves.” 


KIDD FOR CONVENTION VALUES 


INDIANAPOLIS, Jan. 5—Commis- 
sioner Kidd of Indiana approves the po- 
sition taken by the National Convention 
of Insurance Commissioners in regard 
to valuation of securities and says the 
convention has taken notable steps for- 
ward in the past two years in the di- 
rection of establishing a fairer basis of 
valuation than has maintained in past 
years. He holds that companies should 
not be required to use market quota- 
tions as of Dec. 31, 1932, nor should 
they be allowed to use figures based on 
a grossly inflated market, such as that 
of 1929. 


in status as far as exemptions from 
claims of creditors are concerned than 
if the beneficiary had been named di- 
rectly instead of through a trustee in- 
tervening. 


Arthur Kanter, Hamilton, O., superin- 
tendent for the Western & Southern Life, 





died recently. 
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within the period covered by the appli- ally notice that insurance companies are 
Va Some Recent Court Decisions cation. The question was as to advice | confronted at all times by two very per- 
and treatment. The court holds that | suasive contingencies, one is to sell poli- 
his answers were untrue and he must] cies, and the other is to pay them. The 
—<— : ; : ‘ : : —_— : have known they were untrue so the | language used may well aid the former, 
_ The Missouri supreme court in Na-| not tell him the nature of his ailment, | answers constitute fraud. The judg-|and aid in escaping the latter The 
tional City Bank of St. Louis vs. Mis-| although he diagnosed it as multiple | ment is given for the company. contention of the plaintiff cannot be 
souri State Life decides a case of lapse | sclerosis. rhe assured later stated to we : sustained. the court says, unless by a 
for nonpayment of premium. The ques- another physician, but whom he did not DOUBLE INDEMNITY DECISION complete excission of the clause “as a 
tion is whether the policy was in effect | consult professionally, that his ailment , Sepa Daiilais oseenmer er etharwtes” 
when the assured died Nov. 19, 1926.] had been diagnosed as multiple sclero- The U. S. district court, eastern dis- | ?* = * 
The material dates are: March 19, 1923,| sis. The court said it does not clearly | trict of Missouri, Goldsmith vs. New —_—__— 
when application was made to the | appear whether this information came | York Life decides a question about the | Double Release Not Extended 
agent; March 30, 1923, when the com-| to him before or after he made appli- | double indemnity clause covering death : ae aie . 
pany made delivery of policy dated | cation for the insurance. of assured in the collapse of an airplane K ANS AS CITY, MO., Jan. 5 Judge 
March 19 through its agent. _May 23, Court Held for the Company The clause said, “That said double in- | M. E. Otis of the fede ral court her in 
the agent paid out of his own funds the demnity would not apply if the as- | Valenti et al vs. Prudential, has held that 
first semi-annual premium. On Jan. 2, The higher court holds that the find- | sured’s death resulted from engaging | where a life insurance policy has beep 
1924, the assured paid the agent the ing should be that the insured did not | as a passenger or otherwise in sub- | defaulted for non-payment of premiums 
amount of the first semi-annual pre-| know that he was suffering from this | marine or aeronautic operations.” The | and the life insurance protection ts be 
mium. disease until after the policy was issued. | higher court holds that if the policy had | ing carried as extended insurance, the 
The company claims that the pre-| The statement made by the insured | said, “engaging im aeronautic opera- right to double indemnity benefits 1s in- 
miums on a semi-annual basis were due | that he was in good health falls into | tions” and had omitted the words “as | applicable to cases arising under the 
March 19 and Sept. 19 and contends | the category of an innocent represen-| a passenger or otherwise” there would | present Missouri non-forfeiture law 
that the September premium was not tation, as does also his statement that | be both logic and authority for the con- It is interesting to note that Judge 
paid when due nor during the grace he had never had paralysis. The drag- | tention that the assured was not when | Otis also handed down the lower court 
period nor in the automatic continued ging of his leg might wel! have been | he met his death “engaged in aeronautic | decision in the famous Rositzky case 
insurance period of seven days after | caused by some other ailment. It is ar- | operations.” But when the policy adds | which interpreted the provisions — ot 
— grace. The court says that if the com- | gued by the insured that the questions | the clause “as a passenger or other- | Missouri's non-forfeiture law as relating 
pany is right in its theory of the pre-| as to medical advice were truthfully an- | wise,” then a construction otherwise | purely to life insurance. The judge in 
i mium payment dates, the policy by its | Swered since he was n asked whether | than to give effect of the words last | the Valenti case has held that the rul 
= : terms was automatically forfeited before | he had consulted a physician. The | quoted is foreclosed. Where there are | ings as set forth in the Rositzky case do 
the insured’s death. On the other higher court feels constrained to take | added the words, “as a passenger or | not apply to the double indemnity bene 
Jse hand, if the premium periods began] the view that the assured both took ad- { otherwise,” the court says no ambiguity | fits He draws a sharp distinction 
may almost judici- | between the Rositzky and Valenti cases 








Values May 23 and Nov. 23, it was in effect] vice and treatment from physicians | is left. The courts 
at the death of the assured. The trial 
court found for the plaintiff. 





informed Higher Court Fixes Date 


<ota de- = : 
[he higher court holds that when the 


so-called , : 

» stocks insured accepted the policy on March 
39 must 30, he must have known that he was 
2, ‘ 


Com- getting nothing more than term insur- 
ance for five years beginning March 19. 
The application provides that if the first 
premium be not paid at the time of 
making application, the insurance shall 
not be effective until the policy is de- 


method 
o desire, 
or bonds 


gor Paco livered and accepted by the insured and 
a non- the first premium paid. The higher 
i in the court held that the trial court erred in 
ary, he submitting the case to the jury on the 
© eosets theory that the semi-annual premium 
née aot payment periods dated from May 23. 
ned for -_ 





INVOLVES NON-MEDICAL CASE 





The Texas court of civil appeals third 
district in Park vs. American National 
ified all takes up a question on a non-medical 
ia that case where the agent wrote down un- | 
ds and true answers to questions. The jury 

found that the assured told the agent 


"mune [the facts but did not know that the have produced the following improvement for the 


Insur- agent had written down untrue answer 
age . > ZZ yers 
cepted, e ' : 


he con- when she signed her_ husband's name di 4i d 
section | ‘© the application. She did not dis-| Man on the Street who has used the Methods 





seed to cover the false answers prior to the 
me it he death of her husband. The company 
pon Hie contended that because the insured had 
by sep- the means of discovering fraud or ne- 
cation) glect of the roe = ge ag ho ~~ F d L | - . . 
. swers are material to the risk, the com- 
et I Ih Soe cam vaed the pote. or under 3 months.....1 sale in 9 interviews 
isting The higher court held that where the 
a ane assured in good faith makes truthiul ° » - 
- answers to the questions in the applica- or over mont Ss. Bene 4 saie in 7 interviews 
tion but his answers owing to the fraud, 
, mistake or negligence of the agent in 
UES filling out the application are incorrectly 
ymmis- transcribed, the company is estopped to 
the po- assert their falsity as a defense to the 
-ention policy. The solicitor of the insurance A 29% IMPROVEMENT 
regard is the agent of the company. All state- 
ys the ments of the assured in the absence 
ps for- of fraud must be deemed representa- 
the di- tions and not warranties, said the court. 
asis of The court held that the’ delivery of the 
n past policy with full knowledge of the as- 
should sured’s condition consequently 
quota- amounted to a waiver of that provision 
should of the policy. 
sed on — 
s that CANCELLATION OF A POLICY 
In Fidelity Mutual vs. Seltzer et al, : le 
=—= the U. S. district court, eastern district 
from of Missouri, takes up the question of ; ? 
| than the cancellation of a policy. The com- Saint Paul, Minnesota 
ed di- — pany claimed that the assured made | 
ee in- false and fraudulent representations in | 


his application in that he had not had 
medical advice or treatment. The ex- | 
perin- aminer advised him that a fair amount | 
» Life, of activity was good for him, but he 
should avoid fatigue. The physician did | 
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Getting Back to Fundamentals 


Ir witt be a mistake for honestly and 
conscientiously managed life companies 
to stand back and attempt to condone 
the practices that have led a few in- 
stitutions to ruin. There must be a 
more enlightened conscience and a 
higher and keener sense of responsibil- 
ity in connection with life insurance 
management. A life insurance company 
is not so much merchandise. It is not 
a house or ground. It is not a horse 
or block of stock that can be sold at 
will and no one harmed by the trans- 
action. Until company officials appre- 
ciate the character of the trust reposed 
in them, there will be trafficking with 
funds that belong to policyholders. It 
is the blunted sense of responsibility or 
wilful pirating that has brought a few 
companies to disaster. There are some 
people running amuck, endeavoring to 
buy and sell companies like they were 


Getting Ready 


Unper the auspices of the Lire AGeNcy 
OFFICERS ASSOCIATION, life insurance sales- 
men throughout the country will cooperate 
in making “Financial Independence Week” 
April 17-22 a big success. This week was 
chosen in April, a very good time of the 
year, so that life insurance agents through- 
out the country, having got a good run- 
ning start during the early part of the 
year, might lend their energy to bringing 
the gospel of life insurance to as many 
people as possible during that week. 

Heretofore life insurance day has been 


so many boxes of oranges or carloads 
of hogs. In recent years a few money 
changers have certainly entered the 
temple. 


Restrictive laws will have some effect 
but after all there must be a sense of 
obligation and a sincere sense of re- 
sponsibility. When a management for- 
gets the policyholders and thinks only 
of its own gain and welfare, just at 
that moment is a company in danger. 
Until officials of companies consider 
themselves as guardians or custodians 
of a trust fund, there will be commer- 
cialization in the business and that will 
be its bane. We have had a few ex- 
amples of exploitations of companies. 
It is time that officials of companies 
that do appreciate their responsibility 
should stand firmly for the funda- 
mentals of old fashioned honesty in 
business. 


for a Big Week 


celebrated as a part of “Thrift Week” 
early in January. This, however, did not 
seem appropriate because the year was 
too young and the agents had not gotten 
on their fighting clothes for the year. 
Therefore, the agency officers felt that 
rather than select one day out of the year 
there one week in which life 
insurance should be stressed. This will 
mean a great educational campaign and 
will be one of the greatest achievements in 
life insurance. That week should be a red 
letter time on the calendar of every agent. 


should be 


Building Solid Reputation 


Ir 1s the person who is doing a little 
more than he is expected to do that will 
ultimately attract attention. We are 
very prone to stop when the bell rings 
and quit on the dot. We do just enough 


to maintain our position. When a per- 
son really going farther than he 
thinks he can, he finds that he is gain- 
ing strength for himself and is build- 
ing a ‘solid reputation. -_—- 


1s 





Mr. and Mrs. Lawrence M. Cathles of 
Scarsdale, N. Y., have announced the 
engagement of their daughter, Miss 
Dorothy Cathles, to John Kenchington 
of London, Eng. Mr. Cathles is pres- 
ident of the North American Reassur- 
ance. Miss Cathles is a graduate of 
Miss Holley’s school in Dallas and of 
Ely Court, Greenwich, Conn. 

Mr. Kenchington is a son of Mr. and 
Mrs. C. W. Kenchington of Birming- 
ham, England. He graduated from 
Wycliff college and Birmingham univer- 
sity and is in business in London with 
Case, Henderson & Tennant. 

Mr. Kenchington’s father is actuary 
of the Wesleyan & General Assurance 
Society of England. The Cathles met 
him and his family five years ago at the 
International Congress of Actuaries, 
which was held in London. 

Mr. Cathles has a brother who is a 
doctor at Birmingham, another brother 
who is a chartered accountant in Lon- 
don, and many other relatives in Scot- 
land and England. 


Maj. Percival S. Moses, Mutual Life of 
New York, president of the Savannah 
(Ga.) Life Underwriters Association, re- 
cently underwent an operation for ap- 
pendicitis. 

Col. Franklin D’Olier, vice-president 
of the Prudential, has been elected a 
director of the Pennsylvania Railroad, 
succeeding Jay Cooke, who died re- 
cently. 

Col. D’Olier has been vice-president 
of the Prudential since 1925 and was 
the first national commander of the 
American Legion. 

e is a graduate and trustee of 
Princeton University and is prominent 
in civic life. 

The home of C. B. Chapman, treas- 
urer of the Wisconsin Life, Madison, 
Wis., was wrecked by fire with a loss of 
$25,000. In addition about $15,000 worth 
of rare art treasures were destroyed. Mr. 
and Mrs. Chapman barely escaped with 
their lives. The loss is covered by in- 
surance. Among the treasures were 
valuable etchings by Whistler, Zorn and 
Hayden, and a priceless Boydell edition 
of Shakespeare, as well as a 1,500-volume 
library. 

H. E. Aldrich, vice-president Equitable 
Life of Iowa, is receiving congratula- 
tions this week, as he was born at 
Waterloo, Ia., Jan. 6, 1871. Educated at 
State Teachers College, graduating in 
1893 with the degree of bachelor of 
didactics, he began teaching the army of 
the uninsured the necessity of protec- 
tion in the New York Life. A year 
later he joined the Equitable and soon 
became traveling superintendent and 
later superintendent of agents, a title 
he still holds in addition to that of vice- 
president. 

Louis Ullman, prominent Los Ange- 
les life insurance broker, has returned 
to his former connection with the Behr- 
endt-Levy Insurance Agency, Los An- 
geles, as manager of the life insurance 
department, a position which he occu- 
pied for several years prior to opening 
his own office about a year ago. 

Mr. Ullman, who is an old New York 
Life agent, gained nation-wide promi- 
nence in life insurance circles during the 
past few years as the author of a num- 
ber of life insurance playlets, including 
“The Heart of the Estate,” and “Thy 
Will be Done.” His latest playlet, “Life’s 
Like That,” was a feature on the pro- 
gram of the last annual convention of 
the National Association of Life Under- 
writers. 


B. J. Stookey, who was secretary of 


the Illinois Life, is now getting around 
with the help of a cane after being con- 





fined to a hospital and his home in Hins- 
dale, Ill., for nearly three months fol- 
lowing an accident, in which his head 
fell against the concrete bank of a stream 
near the Hinsdale station. The ligaments 
of Mr. Stookey’s legs were torn, he suf- 
fered a fracture of the skull and his back 
was broken. He is still wearing a steel 
brace and will be forced to continue to 
wear it for about two months. 

Mr. Stookey had no voice in the trans- 
actions of the Illinois Life, which led to 
its downfall. He strenuously opposed 
many of the steps that were taken, but 
was always overruled. About three 
years ago, Mr. Stookey bought 200 
shares of Illinois Life stock at a cost of 
$45,000 and put up shares of Common- 
wealth Edison Company and Continen- 
tal-Illinois Bank & Trust Co., then val- 
ued at $65,000, as collateral to cover the 
unpaid balance of his subscription. 

W. H. Jurgensen, president Western 
Union Life of Nebraska, is recovering 
from an illness confining him to the hos- 
pital. Mr. Jurgensen was elected lieu- 
tenant governor of Nebraska at the last 
election, and will probably be drafted to 
perform the work of governor for a few 
months. Governor Bryan took to his 
bed the night of election day, and the 
doctors have diagnosed him as a sufferer 
from coronary heart disease and have 
cautioned quiet and non-participation in 
government affairs. 


E. A. Warren, general agent North- 
western National Life in Grand Rapids, 
Mich., is convalescing from a protracted 
illness and expects to be back at his 
office again shortly. 


H. C. Lawrence, New Jersey general 
manager Lincoln National Life, will 
visit the home office at Fort Wayne, Ind., 
this week. He will probably go by air- 
plane both ways. 


W. H. Pierson of the Provident Mu- 
tual Life’s Newark office, celebrated his 
75th birthday last week. 

At a surprise luncheon Iowa agents 
of the New York Life honored C. C. 
Porter, Ottumwa, who has just com- 
pleted 20 years with the company. He 
was presented with 100 congratulatory 
letters signed by agents of the company, 
together with the first award for dis- 
tinguished service, an imported china 
dinner set. 

W. A. Buchholz, one of the big pro- 
ducers of the Oklahoma agency for the 
New York Life, completed his 20th year 
with the company and became a “senior 
Nylic” Jan. 1. This entitled him to retire 
on a pension, although he has no inten- 
tion of doing so. 

During the 20 years he has been writ- 
ing life insurance with the Oklahoma 
he has written $7,001,391 


City agency, 
in insurance. His 1932 production was 
$534,907. 

Entering life insurance on leaving 


school at the age of 20, he made the 
$100,000 Club the first year, and has been 
going strong ever since. 

W. T. Feely, general agent for the 
Union Central in Grand Rapids, Mich., 
and Miss Martha Pound of Traverse 
City, Mich., were married in Grand Rap- 
ids. Two days later an attack of influ- 
enza sent Mr. and Mrs. Feely to a hos- 
pital. They have since recovered and 
are on a honeymoon trip in Georgia, 
having motored to Cincinnati, where 
they entrained for the south. Mr. Feely 
has been with the Union Central about 
23 years and has been general agent ten 
years. 


President M. B. Brainard of the Aetna 
Life will pass his 54th milestone Sunday 
next, having been born in Hartford, Jan. 
8, 1879. Graduating from Yale Univer- 
sity and Yale law school he began work 
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with the Aetna Life in 1902 as assistant 
treasurer. He became treasurer in 1905, 
vice-president and treasurer in 1910, sec- 
retary and treasurer of the Aetna Cas- 
ualty & Surety in 1907, vice-president 
and director of the Automobile in 1913 
and on Nov. 16, 1922, he was elected 
president of the Aetna Life and affiliated 
companies. 

Representatives of the Marion county 
(Indianapolis) agencv of the American 
Central Life, under the leadership of 
Field Superintendent M. W. Lammers, 
staged a special “Christmas Present” ap- 
plication drive in honor of President H. 





M. Woollen. An exceptional volume of 
new business was produced—in fact the 
largest per capita amount ever recorded 
by that agency for a similar period. 


Ben S. Lowry, former Mississippi in- 
surance commissioner, has returned to 
his home in Jackson from ‘Greenville, 
where he underwent an operation for 
appendicitis. Mr. Lowry’s condition is 
still causing concern, but his recupera- 
tion is believed to be steady. 

R. E. Irish, vice-president of the Cen- 
tral Life of Illinois, is on a business trip 
to the Pacific Coast. 








NEWS OF THE COMPANIES 





Northwestern National Gains 





Minneapolis Company Again Is First 
in Issuing Its Annual Statement— 
Increases Insurance in Force 





The Northwestern National Life 
again came out with its annual state- 
ment with amazing promptness and un- 
doubtedly has the distinction of being 
the first company to issue a detailed 
financial report for 1932. 

The Northwestern National Life 
showed gains up and down the line in- 
cluding a slight gain in insurance in 
force. The anticipation is that very few 
companies will show a gain in this de- 
partment. Insurance in force of the 
Northwestern National Life at the end 
of the year was $361,719,432 as com- 
pard with $360,223,946 a year ago. 

Admitted assets were $47,114,789, in- 
cluding cash $1,432,277; United States 
government securities $3,698,000; state 
county, municipal bonds, $3,063,455; 
railroad mortgage bonds $4,414,284; rai!- 
road equipment $3,644,259; public utili- 
ties $2,406,542; industrial $541,667; 
farm loans $4,766,946; city loans $5,- 
595,745; policy loans $10,838,063; real 
estate $2,302,984; premiums due and de- 
ferred $2,069,381; interest due and ac- 
crued and other assets $1,008,851. 

Policy reserves amounted to $37,173,- 
265; contingency reserve $1,000,000; 
capital $1,000,000; net surplus $1,720,325. 

New paid for business during the year 
is reported at $74,348,835, a gain of 11 
percent over the 1931 volume. The 
company paid $2,422,041 in death claims 
and $5,737,834 to living policyholders, 
plus $2,829,417 in cash in new policy 
loans. 





Honor Lamar “Flu” Victims 


Through a “triple-honor-week,” the 
Lamar Life boosted business during a 
week of “flu,” sleet and snow. Three 
of its executives—P. K. Lutken, execu- 
tive vice-president; Dr. J. O. Segura, 
vice-president and agency director, and 
A. E. Babbitt, vice-president and actu- 
ary—were confined to their beds with 
“flu.” The campaign consisted of a 
telegram by President Bounds to all gen- 
eral agents, a personal letter to all spe- 
cial agents, special bulletins, and a card 
on which each agent reported his pro- 
duction of the week to be presented to 
the convalescing officers. In spite of the 
floods and the blizzard, the field force 
made the week one of the best in 1932. 





Chapman Agency Secretary 


Llewellyn Chapman, for the past year 
and a half manager of the home office 
life agency of the Provident Life & Ac- 
cident, has been promoted to agency 
secretary of the life department. He 
joined the commercial accident and 
health department of the Provident in 
1925, on graduation from Georgia Tech, 
but changed over to the life division the 
following year. He is secretary of the 
Chattanooga General Agents & Man- 
agers Association and a member of the 
executive committee of the life under- 
writers association there. 





McComb Buys Royal Union 


Head of Great Republic Life of Los 
Angeles Acquires Des Moines Com- 
pany—A. C. Tucker Retires 








T. J. McComb of Oklahoma City and 
associates have purchased the Royal 
Union Life of Des Moines. Mr. Mc- 
Comb is president of the Great Repub- 
lic Life of Los Angeles. He was for- 
merly insurance commissioner of Okla- 
homa. 

A. C. Tucker, who returned to active 
work with the Royal Union Life re- 
cently, and has been chairman of the 
board, is retiring and will be succeeded 
in that position by Mr. McComb. J. J. 
Shambaugh will continue as president. 

S. A. Apple of Oklahoma City, who 
is treasurer of the Great Republic Life, 
has been elected treasurer of the Roval 
Union to succeed C. E. Dailey, who 
now becomes auditor. 

Anderson of Oklahoma City 
has been made manager of the invest- 
ment department, succeeding F. L, 
Tucker. B. M. Kirke remains as secre- 
tary and field manager. 

Capital of the Royal Union Life wiil 
be reduced from $2,000,000 to $500,000. 
As of Dec. 31, 1931, the Royal Union 


Life reported insurance in force of 
$177,518,007. Assets were $39,527,721; 
reserve $34,181,840; capital $2,000,000 


and net surplus $433,106. 

Mr. Tucker has had a recurrence of 
ill health and is now confined in quar- 
ters at the Baker Hotel in Dallas. 





Method Proves Successful 





President Cox of Union Central in 
Nation-wide Radio Talk on 
“Merchandised Selling” 





This will be a year of “unprecedented 
opportunity” for life insurance sales, W. 
Howard Cox, president Union Central, 
stated in a radio talk to 3,000 of the 
company’s agents on New Year’s day, 
originating in the New York studios of 
the Columbia Broadcasting System and 
carried over the CBS network. 

“You will recall that late in 1931 
we worked out a plan together to meet 
squarely the conditions growing out of 
the depression,” he said. “It was ap- 
parent then that the purchasing power 
in this country was steadily decreasing. 
Some business enterprises and even in- 
dividuals adopted a policy of drastic 
retrenchment, which further reduced 
buying power. Others tried to carry on 
as usual, hoping that prosperity would 
suddenly bob up again around the cor- 


ner. 
Need Greater Than Ever 


“We, ourselves, knew that in every 
field of industry the total business avail- 
able would be considerably less. Yet, 
we also knew that people today needed 
life insurance more than ever in the 
past. So we developed a plan which 
would enable you to tell the story of 
life insurance more clearly and con- 
vincingly than it had ever been told be- 
fore.” This so-called “merchandised 











Life Insurance Is the Best Investment 
Because It Is 
Always Worth 100 Cents on the Dollar 





BANHEnS Lone 
COMPANY 


The 1-2-3 of 
Life Insurance 


1. Life insurance is INVEST- 
MENT. 


2. Life insurance is SAFE 
INVESTMENT. 


3. Life insurance becomes 
INCOME INVESTMENT 
to replace earned income 
when that becomes nec- 
essary. 


BANKERS LIFE COMPANY 


Gerard S. Nollen, President 


Established 1879 DES MOINES, IOWA 
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SOUTHLAND 


Life Agents Don’t Sell 
LIFE INSURANCE! 
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One of the 7 Points in the New Southland Sales $ 
plans is the development of program selling. By 
developing a program, the Southland way, selling $ 
becomes unnecessary--the prospect buys/ Write for 
more information on these new selling plans. £ 
Address Clarence E. Linz, 1st Vice President, or 
Col. Wm. E. Talbot, Agency Manager. D 
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Southland 


Life Insurance Company 
HARRY L. SEAY, President 
HOME OFFICE. - DALLAS, TEXAS 
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We Offer 


Policies for all ages, 1 day to 70 years. 
Children’s Policies with Beneficiary Insurance. 
Family Income Protection Plan. 

Disability and Double Indemnity. 

Surgical and Dismemberment Benefits. 

Both Participating and Non-Participating. 
Non-Medical—Sub-standard. 

Sales Planning and Circularizing Department. 
Producers’ Club. 

Special Monthly Premium Payment Plan. 


. 


SEMINARS WN y 


— 


teen states West of the Missis- 


Territory available in seven- 
| ieee River, Illinois and Florida. 


Write for a copy of “FIELD FEATURES” 
James A. McVoy, President 


Central States Life 
Insurance Company 


HOME OFFICE: SAINT LOUIS 
























































OPPORTUNITY 


Opportunity for General Agents means 
a chance to make a good living now and 
build for a future that will be secured. 
Our General Agent's contract offers this 
opportunity. We especially invite cor- 
respondence with experienced life men in 
the following territory——Western Penn- 
sylvania, Ohio, Michigan and Indiana. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 


























selling” plan, Mr. Cox said, was not 
based on “high pressure” methods, but 
rather was “a way of making life insur- 
ance so simple, so clear, so appealing, 
that your client just naturally decided 
for himself to take out more protection 
for his family.” 

Mr. Cox said the selling plan has 
helped many men and women who had 
been cheated out of their jobs by the 
depression to find new success. A young 
lawyer in the middle west, whose prac- 
tice dwindled low, joined the company 
and in his first 12 months sold more 
than $700,000. A former advertising 
manager wrote over $200,000 in his first 
five months and is producing at the 
rate of $600,000 a year. 

The Union Central, partly as a result 
of the plan, since April has increased 
by 17 percent its share of the total life 
insurance written, Mr. Cox reported. 


Statement by State Auditor 


Kentucky Official Declares His Recom- 
mendations Were All Defeated by 
Kentucky Home Life 


FRANKFORT, KY., Jan. 5—A 
statement was issued by State Auditor 
J. Dan Talbott in which he charged 
“W. T. Godfrey, Julius H. Barnes and 
Frank Cohen and their associates” with 
the de‘eat of his demands at the recent 
meeting of the directors of the Ken- 
tucky Home Life. Mr. Talbott's state- 
ment follows: 

“In order to correct the impressions 
which have been conveyed to the press 
that the board of directors of the Ken- 
tucky Home Life at its meeting sup- 
ported the recommendations and de- 
mands that I had made, I make the fol- 
lowing statement: 

“IT demanded that the company in 
good faith comply with the agreements 
made with the state insurance depart- 
ment, and the representations to the 
Franklin circuit court by the incorpora- 
tors and principal stockholders as to 
what would be done by them and by 
the company in the proper management 
and safeguarding of the business and 
assets of the old Inter-Southern Life 
and its policyholders. 

“Those agreements and _ representa- 
tions were made as a basis for the ap- 
proval and execution of the re-insurance 
agreement which was recommended by 
the state insurance department and ap- 
proved by the Franklin circuit court. 

“The court, in rendering his opinion 
approving the re-insurance agreement, 
emphasized that those agreements and 
representations were regarded by him 
as of great importance in the protection 
of Inter-Southern policyholders. 

“W. T. Godfrey, J. H. Barnes and 
Frank Cohen and their associates placed 
on the board by them were success‘ul 
in their opposition to every resolution 
offered at my request or with my ap- 
proval. Every demand for compliance 
with the agreements and representations 
above referred to was voted down.” 


Five Bohemian Fraternal 
Societies Are Combined 


Five Bohemian fraternal benefit socie- 
ties, by simultaneous vote of their con- 
ventions, have become consolidated into 
one society, according to Donald F. 
Campbell of Chicago, actuary in charge. 
Membership of the combined society is 
about 25,000, the amount of insurance 
involved about $8,000,000 and assets $3,- 
000,000. The five societies are the 
Czecho-Slovak Protective Society of 
Chicago; Bohemian Slavonic Fraternal 
Benefit Union of Cleveland: Bohemian 
Slavonic Union of Berwyn, IIl.; Society 
of Taborites of Chicago and Bohemian 
American Foresters of Chicago. 

Mr. Campbell states that these socie- 
ties have been well over 100 percent 
solvent on the basis of the American 
Experience table of mortality with 4 
percent interest. They are combining, 
he said, because they have all been or- 
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ganized and conducted for substantially 
the same purposes and can operate 
more efficiently as one society. 

The Czecho-Slovak Protective So- 
ciety as of Dec. 31, 1931, reported paid 
by members $355,839; paid to members 
$246,131; admitted assets $1,517,711; in- 
surance in force $8,710,875. 

The Bohemian Slavonic Fraternal 
Benefit Union reported paid by mem- 
bers $101,138; paid to members $61,276; 
admitted assets $304,434; insurance in 
force $2,720,000. 

The Bohemian Slavonic Union re- 
ported paid by members $88,091; paid 
to members $61,424; admitted assets 
$327,389; insurance in force $2,486,750. 

The Society of the Taborites reported 
paid by members $31,667; paid to mem- 
bers $24,000; admitted assets $149,926; 
insurance'in force $1,183,800. 

The Bohemian American Foresters 
reported paid by members $43,066; paid 
to members $42,350; admitted assets 
$186,005 and insurance in force $1,500,- 
500. 


Shows Salary Savings Growth 


The Equitable of New York reports 
continued growth in its salary savings 
plan in 1932. More Equitable agencies 

-aduced business on this salary deduc- 
tion non-medical plan than at any time 
since it was introduced by the company 
about seven years ago. There were 324 
new units established, involving 14,840 
‘olicies for total volume of $27,594,600. 
This was an increase of 34.4 percent in 
new units, 54.5 percent in number of 
new policies and 67.2 percent in volume 
over 1931. L. W. Klingman, who is in 
charge of the department, attributes the 
fine showing largely to increased inter- 
est of agents in the plan and its adapt- 
ability in increasing their production 
and clientele, to the fact that employes 
are resnonding more readily to the 
monthly budget plan of purchasing life 
insurance, and employers are showing 
more interest in their employes and their 
problems. 


Commonwealth Life Reinsured 


The Commonwealth Life of Spring- 
field, Ill., an assessment company which 
has been operating under the act of 
July 14, 1927, has been reinsured in the 
National Old Line of Little Rock, Ark. 

The Commonwealth Life as of Dec. 31, 
1931; reported received from policyhold- 
ers $107,440; total income, $138,310; 
payments to policyholders, $10,964; other 
disbursements, $92,631; admitted assets, 
$60,871; unadmitted assets, $25,658: 
total liabilities, $50,193 and insurance in 
force, $3,173,500. 

The National Old Line, as of Dec. 
3i, 1931, reported assets, $818,794; net 
reserves, $382,146; capital, $232,747 and 
net surplus, $105,427. 


May Consider Mutualization 


On petition of the so-called policy- 
holders protective committee of the 
Illinois Life, Federal Judge Wilkerson 
at Chicago has authorized the receiver 
of the Illinois Life to consider mutual- 
ization or reorganization of that com- 
pany as well as reinsurance of its busi- 
ness. Previously the receiver had been 
granted permission by the court to ob- 
tain bids for reinsurance. He had not 
been authorized to consider mutualiza- 
tion or reorganization. The secretary of 
the policvholders protective committee is 
James M. Crume, who was receiver for 
the Chicago National Life. 

A second report to the court has been 
delayed because of the illness of Gen- 
eral Abel Davis, the receiver. It is 
likely that this report will be made the 
latter part of this week and will deal 
particularly with the company’s farm 
mortgages, which are believed to be in 
good shape on the whole. 


Receivers Make Report 


G. A. Clark and F. B. Bryan, Jr., re- 
ceivers for the National Benefit Life, a 
Negro company of Washington, D. C.. 
have filed a report on the condition of 
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1931, with 


the company up to Sept. 9, 1931, d 
District of 


the supreme court of the 
Columbia. 

Subsequent to filing the report, the 
receiver stated that since Sept. 9, 1931, 
up to Nov. 30, 1932, the premium in- 
come of the company has amounted to 
more than $1,218,000. More than 53,000 
policyholders have accepted the terms 
of modification as approved by the 
court. As a result, the company has paid 
to policyholders and beneficiaries on 
modified contracts sick claims amount- 
ing to $118,895 and death claims amount- 
ing to $98,679. 

The modified program is under the 
supervision of Fackler & Breiby, actu- 
aries. Under order of the court, separate 
accounts are kept of the business of the 
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company since Sept. 9, 1931. The re- 
ceiver states that the business since that 
date is on a solvent basis, and the re- 
ceivers are able immediate:y to meet all 
obligations arising under the modified 
contract. 


Acme Life Chartered 


The Acme Life of Tulsa, Okla., has 
been chartered by W. R. Shirley, H. C. 
Davis and H. C. Davis of Muskogee, 
P. P. Shirley and W. F. Talburt of 
Tulsa. Capital is $50,000. 


Withdraws from Illinois 
The National Fidelity Life of Kansas 
City, Mo., has withdrawn from Illinois. 








AMONG COMPANY MEN 





Frank F. Ehlen Has Resigned 


Director of Agents of the Buffalo Mu- 
tual Life Has Done Splendid 
Work 


BUFFALO, Jan. 5.—Frank F. Ehlen, 
who as director of agencies of the Buf- 
falo Mutual Life has been responsible 
for its aggressive agency program since 
its change to an old line basis a year 
ago, has resigned his post. He has not 
vet announced his plans for the future. 

As the Buffalo Life Association, a 
Masonic insurance organization, the 
company had been licensed in 14 states 
and Puerto Rico. Upon its reorganiza- 
tion 12 states were eliminated and Mr. 
Ehlen concentrated his efforts in New 
York, Ohio and Puerto Rico, where he 
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pointments and greatly 
duction of new business. 
ground of nearly a 
agency and actuarial 
Ehlen has made a notable record, the 
3uffalo Mutual's progress during the 
past year having been such as to be 
outstanding even in normal times. 
Before joining the Buffalo Mutual Mr. 
Ehlen was a resident of Columbus, O., 
where he was an executive of the 
American Insurance Union. His home 
is now at 121 Winston Road, Buffalo. 


increased pro- 
With a back- 
score of years’ 
experience, Mr. 


Hermeling Heads New Department 


O. W. Hermeling has been placed in 
charge of the newly created policy serv- 
ice department of the Continental Life 
of St. Louis, in charge of all work re- 
loans, premiums notes 


made a number of effective agency ap-jand loans, cash surrenders, etc. 








LIFE AGENCY CHANGES 


 ) 


INS SUR: ANCE 








EDITION 13 











ENTHUSIASM 


Honest belief in the product backed by a sincere 
appreciation of Company connections generates 
that vital, all-essential quality—Enthusiasm. 




















Buffalo Life Policies answer the first requisite. 
Liberal commissions and real service take care of 
the second. 


Excellent opportunities available to qualifying 
agents in New York and Ohio. 


FRANK F. EHLEN 
Director of Agencies 


JOHN M. HULL 
President 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
452 Delaware Ave. Buffalo, N. Y. 


























New Field Managers Named 


Pan-American Life Has Appointed Men 
at Number of Points in Various 


Sections 
The appointment of six new field 
managers under the 1932 agency devel- 


opment plan of the Pan-American Life 
has been announced by Ted M. Sim- 
mons, manager United States agencies. 
G. C. Poplin of Seminole, Okla., has 
been named manager in that district, 
witile R. E. Collins of Kinston, N. C., 
J. W. Stevens, Tampa, Fla., J. B. Ad- 
kisson of Nashville and J. B. Smith of 
Lebanon, Va., have been named mana- 
gers in the districts surrounding the 
cities named. C. E. Vance of Pensacola, 
Fla., has been named general agent in 


that city and surrounding counties. 
G. M. Hope, Jr., H. E. Dean 
G. M. Hope, Jr., has been appointed 
general agent of the Atlantic Life at 
Atlanta, succeeding H. E. Dean, who 


will become a personal producer as asso- 
ciate general agent. Headquarters will 
be in the Citizens Southern National 
Bank building. Mr. Hope was formerly 
general agent at Atlanta for the National 
Life of Vermont. 


A. H. Hopkins 


\. H. Hopkins, formerly with the 
Colorado Life, has been appointed San 
Antonio, Tex., branch manager for the 
Republic Life of Dallas, with offices in 
the Milam building. 





P. F. Gill, Francis Macauley 


P. F. Gill, district manager for the 
Metropolitan Life at Willimantic, Conn., 
has been promoted to manager of the 
newly-formed Mystic district in Boston. 
Francis Macauley, formerly of the Met- 
ropolitan Taft district in New Haven, 
will succeed Mr. Gill in Willimantic. 





Simpson Is Made Supervisor 


Established an Agency at Long Beach, 
Cal., and Was Also North Dakota 


Manager 
C. H. Simpson, district manager of 
the Minnesota Mutual Life at Long 
Beach, Cal., has been made agency 
supervisor with headquarters at 437 
South Hill street, Los Angeles. He has 
been with the company for a number 


of years, having built one of the largest 
agencies in North Dakota with head- 
quarters at Fargo. In 1926 he was the 
largest personal producer of the com- 
pany. His son, J. P. Simpson, becomes 
state manager in North Dakota. A dis- 
trict agency was established by Mr. 
Simpson in Long Beach February of 
last year and has grown rapidly. He 
will continue to live at Long Beach. 


Joseph A. Morrison 


The Guardian Life has established a 
new agency at Wheeling, W. Va., with 
Joseph A. Morrison in charge. This will 
contribute to future production in north- 
ern West Virginia and southeastern 
Ohio. Mr. Morrison was born in Athens, 
O., and graduated from Ohio University. 
He has resided in Wheeling ever since. 
He has been a national bank examiner 
and for four years was trust officer in a 
Wheeling bank. He entered life insur- 
ance and has made a success as a per- 
sonal producer. 


W. R. Lawrence, A. R. Matheny 


R. R. Morgan has resigned as general 
agent of the Provident Mutual Life at 


Columbus, O., and J. J. Westefeld at 
Louisville. W. R. Lawrence and A. R. 
Matheny of the home office staff will 


assume management of these agencies. 
Mr. Lawrence is a graduate of the Uni- 
versity of Colorado and was on the var- 
sity football team. He was connected 








W. J. SHAW 
Secretary 


SHEARN MOODY 


W. L. MOODY, JR. 
Vice-President 


President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


A Continued Conservative 
Development Program 
In Each Department 


ORDINARY INDUSTRIAL 


Operating in 26 States, Cuba, Hawaii, and Porto Rico 


A Well Diversified Line of Modern Policy Contracts, including Juvenile 
Policies, Retirement Income Policies, Salary Savings, and all Types of Annuities, 
enable our Representatives to render the Insuring Public the Best in Life Insur- 
ance Service. 


Men of Character and Integrity, desiring a connection with the Ordinary 


Department, providing Liberal First Year and Renewal Commissions are invited 
to address inquiries to 


Earnest L. Roberts, Vice President 


AMERICAN NATIONAL INSURANCE CO. 


Galveston, Texas 
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SOMETHING NEW rurJS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street : : : 








Chicago 





The 
BERKSHIRE LIFE 
INSURANCE CO. 








Reaffirms its BELIEF IN: 


American Government 
American Business 
American Life Insurance 


We stand for Security in its highest form 
for all three. 


We believe the economic and social 
happiness of our People is dependent 
on the safe management of all Govern- 
ment and Business. 

FRED H. RHODES 


President 





, 


Home Office: Pittsfield, Massachusetts 
Imcorporated 1851 








with the Outdoor Advertising Company 
for some time and then went to the Cities 
Service Oil Company before entering in- 
surance. Mr. Matheny is a native of 
Pittsburgh and a graduate of Yale. He 
was formerly with the National City 
Bank. 





C. F. Lehmann 


C. F. Lehmann, assistant superinten- 
dent in the Kearny office, takes charge 
of the Prudential branch, Jersey City 
No. 1, New Jersey, as superintendent. 
He takes over the post left open by the 
retirement of Superintendent H. 
Otmstead, who started with the Pruden- 
tial as an agent in 1900. Mr. Olmstead 
was superintendent of Jersey City No. 1 
since 1916. 

Mr. Lehmann was appointed an agent 
in the Passaic district June 21, 1920. On 
Oct. 18, the same year, he was promoted 
to assistant superintendent at Passaic. 
He was transferred to Kearny, N. J., as 
an assistant Dec. 2, 1929, at which time 
a reorganization of the Passaic and 
Kearny districts boundary limits was 
made. 





C. L. Vaughan 


C. L. Vaughan, Jr., has been ap- 
pointed general agent for the Home 
Life of New York at Providence, R. I. 
He has been agency supervisor of the 
E. A. Collett Agency of the Penn Mu- 
tual Life at Providence, and prior to 
that was a producer in that agency. 
He was formerly in the investment busi- 
ness, the firm in which he and his father 
were partners having been one of the 
outstanding investment houses in Provi- 
dence. Mr. Vaughan is a graduate of 
Brown. 





John J. Donigan 


John J. Donigan has been appointed 
general agent for the Security Mutual 
Life of New York in Philadelphia. He 
has served as district manager with the 
G. H. Dann agency of the Security Mu- 
tual in Binghamton, N. Y., for the past 
four years, previous to which he was at 





Trenton, N. J, where he represented the 
Fidelity Mutual and Aetna Casualty. 





Chand Mason 


Chand Mason of Washington, D. C., 
has been appointed manager of the San 
Francisco office of the Acacia Mutual 
Life, succeeding Leo P. Stamm. Before 
joining the Acacia Mutual in Washing- 
ton, Mr. Mason was with the Aetna Life. 





Ralph F. Taylor 


Ralph F. Taylor has been appointed 
manager at Denver for the Mutual Life 
of New York, succeeding O. C. Watson, 
who is retiring from active service. The 
Denver office covers 33 counties in 
Colorado and 14 in Wyoming. Mr. 
Taylor has been with the Mutual Life 
since 1906, while Mr. Watson has been 
in its service since 1900. 





E. C. Janson 
The Ohio State Life has appointed 
Ernest C. Janson general agent at 


Springfield, O., with offices in the Co- 
lumbus building. Mr. Janson has served 
two terms as president of the Springfield 
Life Underwriters Association and also 
has served on the executive committees 
of the National and staie associations. 


D. C. Roberts 


D. C. Roberts has been appointed as- 
sistant state manager of the Peoria Life, 
associated with W. H. Luellen, Kansas 
state manager, whose headquarters are 
in Topeka. Mr. Roberts attended Wash- 
burn College and later the University 
of Kansas. He has been in training for 
agency work for five years and his per- 
sonal production has been a quarter mil- 
lion annually. 


V. A. Helfenstein 


V. A. Helfenstein, for the past year 
and a half manager of the Equitable 
Life of Iowa, at Chariton, Ia., has been 
appointed manager at Council Bluffs. 











R. E. Kloepper has been appointed dis- 
trict manager for the Acme Life of 
Austin at New Braunfels, Tex. 








‘LIFE COMPANY 


CONVENTIONS 





Equitable Rally Held in N. Y. 


Five Star Producers From East, South 
and Middle West Are Heard at 
Gathering 








NEW YORK, Jan. 5.—Under the 
auspices of its metropolitan district 
managers association, the Equitable Life 
of New York held a sales congress for 
its entire field force in greater New 
York Wednesday. Five of the com- 
pany’s star producers from the east, 
south and middle west were introduced 
by Horace Wilson, president of the as- 
sociation. 

The speakers were E. E. Bohner, 
group supervisor of the Springfield, 
Mass., agency, who ialked on “Selling 
Salary Savings”; Louis Behr of Chicago, 
whose subject was, “An App a Week as 
an Objective”; S. I. Vogelson, Philadel- 
phia, millon-dollar producer for nine 
successive years, who paid for $2,000,- 
000 in two of those years, and who led 
the company in paid-for business in 
1931, whose subject was “More Com- 
missions in 1933”; D. B. Curry, Roan- 
oke, Va., who talked on “Time Control,” 
the subject with which he made a deep 
impression at the company’s southern 
department convention; and Miss Clara 
L. McBreen, Louisville, one of the so- 
ciety’s outstanding women agents, who 
has paid for more than $4,000,000 of 
insurance on nearly 800 lives. Her sub- 
ject was “The Woman’s Point of View.” 





Reliance Life Managers Meet 


The Reliance Life will hold its man- 
agers’ meeting at Biloxi, Miss., Jan. 
11-14. 





Brown’s Agents in Conference 





Mutual Life of New York Men Re- 
porting to South Bend Had 
Meeting 
The annual agency convention of the 
South Bend, Ind., agency of the Mutual 
Life of New York was held last week, 
the agents coming from 34 counties in 
the northern part of the state. Man- 
ager Argyle Brown presided at the first 
business session and the banquet. L. N. 
Rocca, agency organizer, presided over 
the first half of the afternoon session 
and C. C. Coyner, service representa- 

tive, had charge of the latter half. 

During the morning, addresses were 
made as follows: “Company Rules,” 
E. O. Jakle, cashier; “Prospecting and 
Company Literature,” L. N. Rocca, 
agency organizer; “Help Yourself by 
Helping the Medical Department,” Dr. 
R. L. Sensenich, medical referee; “Push 
or Be Pushed,” John R. Hastie, presi- 
dent of Chicago Association of Life 
Underwriters, and a member of the 
Heifetz Agency of the Mutual Life at 
Chicago. 

The afternoon program included the 
following talks: “Annuities,” G. E. 
Bradley, district manager at Fort 
Wayne; “Weekly Production,” F. H. 
Gary, district manager at Elkhart; 
“Selling to Women—Retirement In- 
come,” Mrs. Madge Romine, agent: 
“Sales Demonstration—Endowment at 
Age 60,” C. E. Clouse and George 
Schuler, agents; “The Company’s In- 
vestment Portfolio,” H. J. Bourne, dis- 
trict manager at Portland; “The 1932 
Tax Question,” P. T. Spinney, agent; 








, 6, 1933 


January 6, 1933 


LIFE INSURANCE EDITION 








ented the 
ualty. 


. .¢c. 
the San 
Mutual 

Before 
Vashing- 
tna Life. 


ppointed 
tual Life 
Watson, 
ice. The 
nties in 
ig. Mr. 
ual Life 
nas been 


ppointed 
gent at 
the Co- 
s served 
ringfield 
and also 
nmittees 
ations. 


nted as- 
ria Life, 
Kansas 
ters are 
1 Wash- 
liversity 
ning for 
his per- 
‘ter mil- 


ist year 
quitable 
as been 
3 luffs. 


ted dis- 
Life of 


1 of the 
Mutual 
t week, 
nties in 
Man- 
the first 
in oe 
ed over 
session 
resenta- 
If. 
"Ss were 





“Practical Questions and Answers,” C. 
C. Coyner, service representative. 

An interesting feature of the after- 
noon session was the contest with six 
speeches for six minutes by six agents. 
The subject was, “Methods I have used 
in approaching and creating interest.” 

During the banquet it was announced 
that the contest was won by d 
Needham, at Fort Wayne. The man- 
ager announced that F. H. Gary, dis- 
trict manager at Elkhart, had qualified 
for the fourth consecutive year, in the 
“App-a-Week Club,” while his associate, 
C. E. Clouse, had qualified from the first 
week of his connection with the com- 
pany—a total of 83 weeks. 

Manager Brown aroused considerable 
enthusiasm when he announced that the 
South Bend agency had gone over the 
top and surpassed the 1931 production 
figure. 


Celebrates 25th Anniversary 
BIRMINGHAM, ALA., Jan. 5.—Cele- 


bration of the Protective Life's silver 
anniversary last week drew more than 
150 field representatives and agents to 
Birmingham for a three-day business 
conference. President Sam F. Clabaugh 
cited the steady growth of the company. 
LaNoue Matta, vice-president, spoke 
on “A Planned Production Program for 
1933.” Lloyd Johnson, Tuscaloosa, pres- 
ident of the 1932 Protective Club, pre- 
sided. 

A. B. Hale, manager home office 
agency, and W. C. Huckabee, manager 
Waxahachie branch, spoke on “Planned 
for Prospecting.” Discussion was led by 








Hudson Barker, Birmingham. H. J. 
Baum spoke on “Service to Policyhold- 
ers and the Conservation of Business.” 
H. B. Cook, Texas manager, led the dis- 
cussion. The business session concluded 
with a talk, “The Sales Manual,” by 
Thomas J. Hammer, director of agency 
service. 


Plan French Lick Meeting 


Redfield & McGurk, Chicago man- 
agers for the Mutual Benefit Health & 





‘Accident and the United Benefit Life of 


Omaha, are planning a convention at 
French Lick March 17-19 for which 
three months’ qualification is required. 
Agents qualifying must write 39 appli- 
cations in the first 13 weeks. Several 
home office men will attend and speak, 
including President C. C. Criss of the 
United Benefit Life and E. D. McKim, 
agency superintendent of the Mutual 
Benefit. 


Bankers Life Men Meet 


Sixty-nine field men of the Bankers 
Life of Iowa attended a sales congress 
held at Lincoln, Neb., last week by W. 
I. Fraser, Nebraska agency manager, 
with men present from Kansas as well 
as Nebraska. Mr. Fraser was assisted 
by W. W. Jaeger, vice-president, and 
Ben Williams of the home office. 








Atlantic Life Meeting 


The Atlantic Life general agents will 
meet at the home office in Richmond 
Jan. 16 and 17 to make plans for agency 
development in 1933. 








PACIFIC COAST AND MOUNTAIN 


onfidence'll . 











The rock upon which the salesman must 
build his edifice of success with his clientele 
is confidence. Without it the most masterly 
presentation, the most compelling argu- 
ments, the most inexorable persistence will 
fail. 

When the prospect has become convinced 
that the underwriter to whom he speaks has 
absolute honesty of purpose, an authorita- 
tive knowledge of his subject, and is guided 
by a determination to serve—rather than a 
mere selfish urge to make money for him- 
self-—then only does he become more than 
just today’s policyholder: He becomes a 
life-long client. 


And this is surely as it should be, for into 
the hands of the fieldman are placed all the 
hopes and fears for that which man holds 
highest in life—the future welfare of his 
loved ones and himself. 





Seattle Agents Going Well 





Occidental Life’s Men in This Branch 
Are Giving Good Account of 
Themselves 





The Occidental Life of Los Angeles 
Seattle branch celebrated the new year 
by entering its new suite, 811-15 White 
building, where separate quarters for 
the agency and business office, as well 
as private offices for branch manager 
and larger producers, are available. 

When Dr. J. C. Reid was called from 
San Francisco on Sept. 15 to assume the 
duties of branch manager, the records 
showed a production for the year of 
$638,000. The report to this date indi- 
cates an increase of over $400,000 for 
the three and a half months, placing 
the office well over the million mark 
for the year. 


New Agents Productive 


The completed business for Novem- 
ber was $168,355, an increase of $117,324 
over the corresponding month last year. 
Over half of this production came from 
new organization, 17 agents having part 
in it. The increase in premiums over 
the corresponding month last year was 
Over $2,000. 

For December the Seattle branch was 
well over the $100,000 mark, 17 agents 
again being on the producers’ list for 
the month. 

At a meeting of the agents ringing 
resolutions were adopted commendatory 
of the action of the home office in 
granting them new quarters, and of the 
ability and foresight of Dr. Reid in con- 
ceiving and planning their general lay- 
out for the new quarters. 


Seek Stricter Association Law 


SAN FRANCISCO, Jan. 5.—The 
California legislature, which convened 
this week, is expected to provide for 
Stricter supervision of accident, health 
and life associations. Many proponents 
of more rigid regulation of these or- 
ganizations have appeared in the past 
few months and the insurance depart- 
ment itself is in favor of increasing their 
financial requirements. Another bill that 
will probably be introduced will place 





hospital associations under the super- 
vision of the insurance commissioner. 





Peterson Agency Meets 
SAN FRANCISCO, Jan. 5.—An all- 


day session on business problems was 
held by the C. W. Peterson agency of 
the Phoenix Mutual Life here last week. 
Talks were made by a number of prom- 
inent insurance men, including R. B. 
Watt, former insurance broker, and W. 
D. Bryson, manager Retail Credit Com- 
pany. 








Accident-Health 
Field News 




















Hearing Is Held on Policy 
with Subscription Sales 





Superintendent Van Schaick and those 
selling limited health and accident poli- 
cies in connection with newspaper and 
magazine subscriptions clashed at a 
hearing on the legality of the practice. 
The hearing was held in view of a re- 
cent opinion of the attorney-general of 
New York that the sale or giving away 
of life insurance in combination with 
stock in an investment trust constitutes 
a discrimination under section 89 of the 
insurance law. Van Schaick holds that 
the same principle is applicable to in- 
surance other than life under section 65 
and he pointed out that section 108 pro- 
hibits discrimination under accident and 
health policies. 

Claimed No Violation 


The Hearst papers, offering to their 
subscribers policies in the National Cas- 
ualty, and the “American Agriculturist,” 
offering the policies of the North Ameri- 
can Accident of Chicago, contended that 
their method of selling did not violate 
the ruling laid down in the case of in- 
vestment trusts selling a combination of 
stock and life insurance. Mr. Van 
Schaick set one week as the time within 
which to file memoranda supporting this 


view. He said that the recent opinion ‘ 
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INSURANCE COMPANY 
INDIANAPOLIS, IND. 




















And Now— 


Monthly Premiums! 


; profiting by 
the exceptional money-making oppor- 
tunities of our Golden Rule Contract, 
now may place Monthly Premium 
Policies, as well as those on the An- 
nual, Semi-annual or Quarterly basis. 


A Monthly Premium Depositing 
Plan is certain to be popular in times 
like these. 


Columbus Mutual Life 
Columbus, Ohio 
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GEO. D. SMITH 
Managing Director 


OO ROOMS WITH BATH 


Single -— 5,78 Dollars a day 
Double— 7 8,9,10,11,I2 Dollars a day 
Parlor Suites —15,18,20 Dollars a day 


Nee Nelxeen 


Nz ATIONAL UNDERW RITER 


of the attorney-general must be treated 
as the law until either it is rejected or 
ratified. 

Attorneys for those engaging in the 
proscribed practices announced that 
they would appeal to the courts. 

One of the attorneys asked whether 
the sale of accident policies with rail- 
road tickets was not affected by the 
attorney-general’s ruling. Van Schaick 
said that they were not, because the 
sale of these policies was a_ separate 
transaction and the buyer of the ticket 
was not obliged to buy the policy. 








[NEWS OF LIFE POLICIES 


| New Policies, Premium Rates, Dividends, Surrender 
Values and all Charges in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” annually in May at $5.00 and the 
—_ Gem” published annually in March at $2.00 























Pacific Mutual’s New Scale 


Dividends for 1933 Cut 30 Per Cent 
Below Present Basis—Interest 
Rate Unchanged 


On Feb. 1, the Pacific Mutual will put 
into effect a new dividend scale which 
will be 70 percent of the present one. 
President Cochran states that this action 
is due to present unsettled conditions 
which call for greater conservatism. The 
interest rate left on money with the 
company will continue at 4.9 percent. 
The Pacific Mutual will continue to al- 
low dividends at the end of the first 
policy year. 


Great American Life 


The Great American Life of San An- 
tonio, Texas, now is issuing a retire- 
ment income policy at ages 50, 55, 60 
and 65. The contracts may contain 
waiver of premium clause. Rates for 
the contract with income starting at 
65, at quinquennial ages, are, per $1,000: 





$8.00 $4.08 $0. oe $0. 24 $0.12 
9.18 4.63 -14 
10.73 5.47 "62 32 .16 
12.84 6.55 7 .38 20 
15.71 8.01 .06 .55 .28 
20.02 10.20 1.35 .70 36 
26.99 13.75 1.82 95 48 
39.02 19.88 3.00 1.56 80 
63.15 32.18 4.86 2.53 1.29 


American Central Life 


The American Central Life has decided 
that 4% percent will be the rate of in- 
terest payable for 1933 on proceeds held 
by the company for the benefit of policy- 
holders and beneficiaries. This rate has 


been maintained since 1925. The com- 
pany announces that dividend returns 
on the old participating forms once 


written by the company will be the same 
for 1933 as they were last year. 


Koop Reports 50% Increase 


W. T. Koop, Minnesota state man- 
ager Kansas City Life, reports that 
written business in 1932 will show a 


50 percent increase, and that issued and 
paid for business has gained 30 percent. 
Every month in 1932 since May showed 
an increase over the corresponding 
month in 1931. 


Seeks to Knock Out Deal 


Request that the order be set aside 
awarding the business of the Old Col- 
ony Life of Chicago to the Life & Cas- 
ualty of the same city is made in a 
bill filed in the Illinois appellate court 
for the first district by Attorney George 
D. Kimball, who represents Theresa 
Stengel, whose original bill against the 
company was consolidated with the re- 
ceivership action brought by the Illinois 
attorney general. 

Kimball sets up that the Life & Cas- 
ualty’s bid for the Old Colony was not 
as favorable as that of the Illinois 
Bankers Life of Monmouth, Ill. The 
bill also attacks the constitutionality of 
the liquidation and dissolution statute, 
under which the Old Colony case was 
handled. This statute, according to 








Kimball, attempts to lodge judicial pow- 
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Minneapolis Managers Meet 


Frank T. McNally of the Massachusetts 
Mutual Life Was the 
Chief Speaker 


Judging by discussion at the meeting 
of the Minneapolis Association of Life 
Insurance Managers & General Agents, 
it is evident that it will cooperate 
closely with life companies in their ef- 
forts to eliminate the practice of re- 
placement of old policies. 

F. T. McNally, Massachusetts Mutual 
Life, was the principal speaker, and 
under his subject of “Building Good 
Will,” he likened the life business to 
the church, the home and the school, 
because they are each held in high re- 
gard by the public. He declared that 
life insurance is a business and not a 
profession, so that purchasers of policies 
should be known as customers rather 
than as clients. 

A nominating committee consisting of 
Rollo Wells, chairman, F. W. Atkinson, 
Lorin Hord, A. M. Packer and Jack 
Savlan was appointed. The association 
decided at the December meeting to 
limit its membership to managers and 
general agents, which excludes the as- 


sistant managers and supervisors, who 
have attended in the past. 
3K Kk * 
San Francisco—After officially taking 


over the reins as president on Jan. 1, 
J. A. Sullivan, manager Equitable Life. 
and his officers and executive committee 
held their first meeting Jan. 3. Plans for 
the year were formulated, including the 
annual leading producers’ dinner early 
in February with M. L. Fairchild, gen- 
eral agent Connecticut General Life, as 
chairman, a sales conference in March, 
and a concerted drive for business dur- 
ing Thrift Week in April. Plans for cer- 
tain changes in the constitution and 
by-laws were also discussed. 
fs x * 

Cedar Rapids, Ia.—C. V. Shepherd has 
been elected president, succeeding Wal- 
lace Darling; F. J. Manning, vice-presi- 
dent; Harold Mizener, second vice-presi- 
dent; Lee Winterberg, secretary, and 
Rudy Weber, treasurer. The executive 
committee is composed of the officers 
together with Mr. Darling, chairman, 
R. H. Pickford, Ed. Lowe, Elery Turner, 
E. C. Fisher and John Northcott 

x* * * 

Los Angeles—The C. L. U. movement, 
fostered by the Los Angeles association, 
is making interesting strides. A group 
is preparing for the spring examinations 
and the work is being conducted by) 
Verne Stewart in the University college 
of the University of Southern California 
A number of small agency groups are 
also preparing for the examinations. Al- 
together 20 people have indicated a de- 
examination Los 


sire to take the 
Angeles is the fourth city in number of 
c. L. U. people It is the first city west 


of Chicago in C. L. U.’s. 
2k + *~ 
Savannah, Ga.—The Savannah asso- 
ciation will hold its annual meeting Jan. 
13. 
x* * * 
Des Moines—W. W. Williamson, senio 
member of the Connecticut Mutual gen- 
& Wellbe- 


eral agency of Williamson 
loved, Chicago, will speak at the lunch- 
eon meeting Jan. 7 on “Getting Unde 


Their Skins.” 


x * * 
Birmingham, Ala.—A sales congres 
will be held Feb. 18 with a number 


prominent speakers. E. P. Huttinge: 
manager of training Penn Mutual Life 
will speak, and John M. Holcombe, J! 
manager Life Insurance Sales Research 
Bureau: Roger B. Hull, managing direc- 
tor National association, and Ted M. 
Simmons, superintendent of agencies 
Pan-American Life, have tentatively ac- 
cepted. 








ers in the executive icici of tthe | state 


government. Appointment of J. A. O. 
Preus as coreceiver under this statute 1s 
illegal, Kimball contends, since the act 
does not provide for the appointment 
of a coreceiver. 
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Insurance Taxes 
Total 95 Million 


(CONTINUED FROM PAGE 5) 


sufficient to pay the 1931 fire or auto- 
mobile and workmen's compensation in- 
surance premiums of all the policyhold- 
ers in the country. Equally illustrative 
of the magnitude of the amount of in- 
surance premiums which goes for tax 


purposes is a comparison with life in-’ 


surance premiums. The excess collec- 
tions would pay more than 25 percent 
of the nation’s one year life insurance 
premium bill. The insurance depart- 
ment points out that policyholders are 
the victims of double taxation, being 
taxed as ordinary citizens and again as 
policyholders for general state func- 
tions. 
Tabulate Figures by States 


A description is given in the report 
of the various types of insurance li- 
censes, taxes and fees imposed by the 
states; and a tabulation by states of 
the taxes collected and moneys ex- 
pended in operating the state insurance 
departments is included. 

“Much can be done,” says the insur- 
ance department, “by insurance com- 
mittees and other business men’s or- 
ganizations in the way of education to 
acquaint members with the facts re- 
garding these taxes. This is one of the 
best ways public support can be effec- 
tively aroused against unreasonable ap- 
plication of such levies.” 

In conclusion, the report asserts 
“that the insurance institution is essen- 
tial to economic and social welfare and 
taxes levied upon it are, in fact placed 
upon the necessary expenditures of 
policyholders. The result is a decrease 
in the amount of protection which 
policyholders’ premiums will buy. Those 
who benefit society by protecting them- 
selves against adversity are taxed, 
whereas those who do not insure them- 
selves against loss of property or lia- 
bility claims are exempt from these 
taxes. In the case of life insurance, 
these taxes penalize those who desire 
to safeguard the future of their depen- 
dents. All that policyholders can rea- 
sonably ask for, however, is equal con- 
sideration with other classes of citi- 


” 


zens. 


Companies Sign Contract for 


Exhibit Space in 1933 Fair 


A contract with the Century of Pro- 
gress corporation for space for a life 
insurance exhibit in the 1933 exposition 
has been signed by a committee of five 
representing companies in the Associa- 
tion of Life Insurance Presidents, the 
American Life Convention and several 
individual companies which underwrote 
the expense. The exhibit will be in 
large space in the Hall of the Social Sci- 
ence. Detailed plans have been worked 
out in the hands of LeRoy A. Lincoln, 
executive vice-president of the Metro- 
politan Life. The committee in charge 
of arrangements in addition to Mr. Lin- 
coln, chairman, consists of H. A. Beh- 
rens, president Continental Assurance, 
Chicago; J. B. Reynolds, president Kan- 
sas ‘City Life; Edward E. Rhodes, chair- 
man of the board Mutual Benefit, and 
\ndrew E. Tuck, vice-president Equi- 
table of New York. 


Manager Hocker Is Dead 


_J. H. Hocker, 83, for many years 
Kansas City, Mo., manager for the 
State Life of Indianapolis, died Dec. 31 
at his home. He succumbed to a heart 
attack just as he was preparing to go to 
his office. 


CLAY W. HAMLIN 
Ma EFINITIZER” SYSTEM 
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Searles Agency 


The T. M. Searles, Aetna Life agency 
one-day sales con- 
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Steady Growth 


means 


Sound Policies 


Net surplus to Yeomen policyholders has been increasing 
an average of $175,318.48 per year—and in the last 10 years 
assets have grown from $5,872,986.46 to $23,441,711.27. 


The steady progress of Yeomen Mutual is based on this 
solid bedrock of sound management and conservative 
investment. 








A.H.HOFFMAN, Presipent 


Home office: Des Moines, Iowa 
$141,000,000.00 insurance in force 


“IN YEOMEN THERE IS 





Clarence L. Ayres 
President 
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AS SEEN FROM CHICAGO 





ACTUARIES | 








FORECLOSURE RECEIVER NAMED 


Federal Judge Wilkerson in Chicago 
has appointed a forecloslure receiver for 
the Blackstone hotel of that city under 
the first motgage of $1,616,000 held by 
the Metropolitan Life. In doing this, 
the court overruled the argument of the 
equity receiver that, because the Metro- 
politan Life is not licensed to engage in 
a general business in Illinois, its loan 
should not be regarded as a first lien 
but that the Metropolitan should be con- 
sidered as a general creditor. The prob- 
ability is that this hotel will be closed. 


* * * 
BRUCHHOLZ FIRST IN DIVISION 


The Chicago Clearing House branch, 
Frederick Bruchholz, agency director, 
lead all New York Life branches in the 
central department's division one in paid 
for business in 1932. 

* * * 

GETTING DOWN TO BED ROCK 

A very large Chicago agency which 
like most has had a terriffic struggle for 
the last year, although previously mil- 
lion-dollar months were quite common, 
had a $600,000 week just recently, 
whereas the high mark for many moons 
has been only about $400,000 and pro- 
duction in many weeks was between 
$200,000 and $300,000. The general 
agent draws no conclusions from this 
experience, except to comment that it 
was not freakish. There were a great 
many small policies in the week’s total. 
The agents are down to bed-rock and 
fighting hard. It is, after all, a picture 
of every agency in the city. The gen- 
eral agent mentioned long since ceased 
drawing false hopes from inconclusive 





data. He has come to the conclusion 
that he must work out a profit on the 
present market and not spend time view- 
ing the mirage of production as it used 
to be in the prosperity days. 
x * * 
BIG INCOME CASE SOLD 


Occasionally in Chicago during the 
depression period there have been indi- 
cations of a dormant life insurance buy- 
ing power which needed, perhaps, only 
the magic touch of confidence to awaken. 
Such a case now is being closed, a re- 
tirement annuity involving $18,000 an- 
nual premium. This is the equivalent of 
some $450,000 of ordinary life. Another 
similar case involving $2,000 annual pre- 
or the equivalent of $50,000 of 


mium, 
ordinary, is in the making in the same 
company. Chicago agencies for the most 


part had tough sledding in 1932, yet oc- 
casional production spurts for short 
periods gave them hope and made the 
picture not completely dark. 
*x* * * 
PAID FOR IS FAR AHEAD 


The Chicago agency of the Union Cen- 
tral under Manager H. A. Zischke ended 
1932 with $8,400,000 paid, a plus of $2,- 
200,000 over 1931. Mr. Zischke and his 
staff drew national attention by this 
achievement in a year when many agen- 
cies had difficulty meeting quotas. De- 
cember paid business was more than 25 
percent ahead of December, 1931. The 
agency force was increased aproximately 
37 percent during the year. Mr. Zischke, 
who will attend the $500,000 club con- 
vention in Miami, Jan. 31-Feb. 1-2, will 
take with him four members of the 
agency who paid for that much business 
apiece. 
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AS SEEN FROM NEW YORK 





STANDING OF AGENCIES 


In line with decreased new life insur- 
ance production country-wide, New 
York City general agencies show a pro- 
nounced drop in paid-for business for 
last year as compared with 1931. Fol- 
lowing are the figures of some repre- 
sentative agencies: 

. S. Myrick, Mutual Life of New 
York, $26,404,000 for 1932 as compared 
with $35,643,000 for 1931; C. B. Knight, 
Union Central, $23,566,000 as against 
$32,832,000, R. H. Keffer, Aetna, $20,- 
125,000 as against $25,830,000; J. El- 
liott Hall, Penn Mutual, $18,957,000 as 
against $21,791,000; C. E. DeLong, Mu- 
tual Benefit, $18,044,000 as against $23,- 
251,000; Andrew Kakoyannis, Pruden- 
tial, $16,492,000 as against $20,735,000; 
Keane-Patterson, Masachusetts Mutual, 
$15,541,500 as against $18,129,000; P. R. 
Garrison, Prudential, $14,410,000 as 
against $22,015,000; J. M. Fraser, Con- 
necticut Mutual, $12,898,000 as against 
$17,846,000; J. A. McNulty, Prudential, 
$12,500,000 as against $13,683,300; John- 
son & Higgins, $20,000,000 as against 
$26,000,000. 

*x* * * 
OPENS SECOND BRANCH OFFICE 


Vice-President George A. Martin of 
the Continental American Life has an- 
nounced the opening of a second branch 
office in New York City, with Samuel 
Brandwein, former agency manager 
there of the Equitable Life of New York, 
as manager. 

The new office will be located in the 
Graybar building in the Grand Central 
zone. It is understood that Mr. Mar- 
tin’s action was in large part due to the 
remarkable success of the Hancel-Lauer 
Agency since its opening Oct. 1, 1932, 
and to the opportunity of securing a man 
of Mr. Brandwein’s ability. 

Mr. Brandwein entered the life insur- 
ance business in 1921 with the Haviland 








By R. B. MITCHELL— 


agency of the Equitable in New York 
City. Proving his ability as an organ- 
izer as well as personal producer, he 
was made a unit manager in 1924. In 
the first year, starting from scratch, he 
brought his unit up to a point where it 
paid for more than $2,000,000 in new 
business, exceeding all other units. In 
1926 he was made agency manager, with 
offices in the Equitable home office build- 
ing. Mr. Brandwein has displayed 
marked ability in coordinating his efforts 
with those of his co-workers, particularly 
in closing contracts. 


*x* * * 
GREETS ITS MEMBERS 
The New York City Life Under- 
writers Association was host to its 


friends at its offices last Friday. Presi- 
dent Walter E. Barton and Executive 
Manager E. M. Derby were on hand 
to greet the many visitors who dropped 
in during the course of the afternoon to 
exchange best wishes for the new year. 
* * * 
c. L. U. CHAPTER MEETS JAN. 12 


The New York chapter C. L. U., will 
hold its January luncheon meeting Jan. 
12. Dr. S. S. Huebner of the Univer- 
sity of Pennsylvania and dean of the 
American College of Life Underwriters 
will be the speaker. On the same day 
there will be a special meeting at the 
Hotel Astor at 5:15 for all interested in 
a C. L. U. course. James Elton Bragg, 
well known life insurance educator, and 
others will speak. 


Set Day’s Record 


MILWAUKEE, Jan. 5—The Mil- 
waukee office of the Equitable Life set 
a record of 91 life and annuity applica- 
tions in one day for an aggregate 
amount of $313,000 on the silver wed- 
ding day of E. L. Carson, agency man- 
ager here for the last 15 years. 
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RECENT LETTERS 


The President of a large Company 


says: 
“It will revolutionize Life Insurance 
Selling.” 
A Superintendent of Agencies says 
“Greatest Selling Idea in a Decade. 
An U nderwriter says: 
“It has doubled my income.” 


LIFE INSURANCE AS A 
PROPERTY INVESTMENT 
Found a in “The Essentials of 
Life Underwriting” by 
Abner Thorp, Jr. 

The Diamond aie Bulletins 
420 E. 4th St. incinnati, O. 
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Dr. McCahan Gives Views on 
Question of Education for All 





The question whether education of 
life insurance agents helps or hampers 
production was asked Dr. David Mc- 
Cahan, secretary and assistant dean 
American College of Life Underwrit- 
ers, by dD. K, Angell, editor of “Field 
Service,” published by the State Mu- 
tual. The educator states “a little 
learning is a dangerous thing,” and 
gives some practical views how far to 
go. 


By DR. DAVID McCAHAN 


Competent, thoughtful managers, general 
agents, home office agency officials and 
underwriters all over the country are en- 
deavoring to formulate in their own minds 
the place of education in the further ad- 
vancement of the life insurance institution. 
They are seeking, on their present back- 
ground of agency practices and develop- 
ment, to determine what their attitude 
should be to the new educational program 
which has so recently come upon the scene, 
and how far they should go to promote the 
C. L. U. movement which, as is generally 
recognized, is synonymous with the higher 
educational movement in life underwriting. 


American College Staff 
Tours 40 Cities in U. S. 


During the summer of 1932, educational 
officers of the American College of Life 
Underwriters visited some 40 cities in 
connection with its educational activities. 
We wanted to learn first-hand the prob- 
lems which are being encountered as well 
as to aid in meeting them and removing 
any misunderstandings which may have 
arisen. 

It has been essential to get the profes- 
sional man, the higher salaried man, the 
captain of industry and others with in- 
comes of a size adequate for providing 
more than a minimum standard of living 
to think of life insurance in terms of scien- 
tific estate administration, guaranteed in- 
comes for wives, educational plans for 
children, investment programs, inheritance 
and estate taxation, insurance trusts, busi- 
ness credit, partnership and close corpora- 
tion liquidation, key man indemnity and 





other fundamental economic and _ social 
uses. But to sell life insurance for these 
needs implies a thorough understanding of 
them and of all the important fields of 
knowledge with which they are inextricably 
inter-related. 

The more complicated forms of life in- 
surance service are here to stay. They 
meet needs which are inherent in our eco- 
nomic and social regime. But the person 
who demands them is also demanding com- 
petence on the part of those who essay to 
render such services. And as time goes 
on, the body of professional men, execu- 
tives, and other leaders who replace those 
that step out will be even more insistent 
on competence in their life insurance ad- 
visers. 


Two Classifications of 
Underwriters Are Seen 


“Should all our npreeniaions be trained 
to extend this kind of advice?” is often 
asked. And I von aly that often the in- 
quirer has in mind the high turnover in 
life insurance ranks. To such, an answer 
of “yes” would appear ridiculous by estab- 
lishing a goal which would be unattainable 
without a revolution in life insurance sell- 
ing that would “kill the goose” and defeat 
its own purpose. An intelligent student of 
conditions could no more answer that ques- 
tion in the affirmative than to assert that 
no company representative should be li- 
censed to write life insurance until he has 
passed the C. L. U. examinations. We 
se not ignore the facts of the situation. 

And yet, it is evident that the training 
of these two groups need not be the same. 
Is it illogical, uneconomic, or undemocratic 
therefore to anticipate the ultimate cleav- 
age of life insurance representatives into 
two groups which, for the lack of better 
terms may be called “underwriters” and 
“agents”? And is it unreasonable to as- 
sume that the educational standards for 
these groups should be correspondingly 
different ? 

Lest some one think this view is vision- 
ary, let us not overlook the fact that, con- 
sciously or otherwise, a development of this 
kind is taking place at the present time in 


Some men are encour 
inheritance tax, trust, 


and similar cases whereas 


certain agencies, 
aged to work on 
business insurance 


others are steered away from the pros- 
pects interested in such service. 
Obviously, overlapping will occur at 


times, for the man who aspires to give pro 
fessional advice must build up a reputation 


and in the course of doing so may be 
obliged to sell a large amount of life in 
surance which involves little use of his 


training. Conversely, the agent with lim- 
ited training may, in the course of solicit- 
ing his particular class of prospects, occa- 
sionally dig up one who needs counsel 
which he cannot provide. Joint handling 
will solve this. 

Now the American College of Life 
Underwriters fits into this picture because 
it has established the educational standards 
for professional life underwriting, has been 
instrumental in helping to develop educa- 
tional facilities by which underwriters 
throughout the country might pursue the 
studies contemplated by these standards, 
has set up the machinery for passing upon 
the educational attainments of underwrit- 
ers, and has recognized those who have 
measured up to its standards by awarding 
the C. L. U. designation. 


Cc. L. U. Designation Never 
Considered —~e in Itself 


The C. L. movement in life under- 
writing was a A. arrival among the com- 
pany of recognized professions. It had 
just begun to make some real headway 
when the worst depression in the memory 
of most life insurance leaders began to 
raise unprecedented problems of produc- 
tion, conservation and agency development. 
Under the handicaps of declining volume, 
adverse financial conditions, and general 
panic psychology, it is perhaps surprising 
that the college made greater progress 
than ever, but certainly not surprising that 
its program has been judged often with 
reference to its effect upon immediate pro- 
duction rather than its ultimate, long- 
range benefits to both the insurance insti- 
tution and the public. 

The C. L. U. movement has from its in- 
ception embodied standards avowedly com- 
parable with those of other recognized pro 
fessions. Its founders were vitally and 
fundamentally concerned with raising of 
the educational plane in life underwriting. 
The designation—C, .—was never con- 
ceived of as being the end in itself. 

Educational progress and _ production 
progress are not in conflict. That has been 








demonstrated over and over again by C. 
L. U. candidates who have been following 
sound methods of preparation Even 
through the trying years of the depression 
they have increased their production while 
studying for the examinations. Nor is 
that at all inconsistent as they have ac- 
quired a breadth of vision, an insight into 
needs, a self-assurance, a dignity of pres- 
entation and with it all an absorbing con- 
viction as to the important role which life 
insurance plays in human progress. Spread 
over a period of time which will permit 
mastery of the subject matter, the C. L. U 


program means not only “man develop 
ment” but it means “permanence of per 
sonnel” and “less lapsation.” 
Sound Guidance of Agents 

by Managers Essential 

The whole problem resolves itself into 


a question of sound guidance on the part 
of general agents, managers, home office 
agency officials and others charged with 
the development of an intelligent and efh- 
cient field force adequate, as to training as 
well as in number, for meeting public 
needs. They can do much to direct C, L. U 
educational activities within their own 
company so that production and policy 
holders derive the benefit. 

Life underwriting is emerging from the 
stage when it attempts to solve all its 
agency problems by one rule of thumb. It 
has been recognized that neither the cause 
of life insurance nor the public is served by 
turning loose on the streets a horde of 
persons who have started to sell life in 
surance because they have nothing else to 
do or to tide them over until they can find 
something better. Many progressive lead 
ers have also become conscious of the fact 
that it is more efficient to spend some care 
on the selection of men and then attempt 
to aid those who are selected to make good 
than to sign up a large number irrespective 
of their suitability and then hope that “the 
law of average” and “the survival of the 
fittest” doctrine are still on the job to yield 
a few who may become good producers, 


Training of Managers Is 
Now Deemed Necessary 


The evolution in other ideas which has 
been transpiring has also led to a different 
concept of the function which a manager 
or general agent must perform in the whole 
scheme of things. Too often the policy has 
been to appoint a man as general agent or 
manager merely because he has been a good 
personal producer without recognizing that 














A STEADY HAND 
AT THE WHEEL 


In calm or in storm, in familiar water or on uncharted seas, it’s 
great to know that a skilled, steady hand is on the wheel ..... 
Pilot Life policyowners for more than a quarter century have 
enjoyed that feeling of confidence 
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characteristics which fit him for one field 
of work may be entirely different from 
those required in another. And, as has 
been so frequently stated, “the company has 
lost a good producer and gained a poor 
manager.” 

The threefold training program in life 
underwriting as above outlined and as thus 
far developed implies direction of the pro- 
duction forces in this country along con- 
structive lines which recognize that life 
insurance exists for the public, rather than 
the contrary, and that the vocation of life 
underwriting should offer all the tangible 
and intangible enjoyments which a service 
so socially worthwhile should possess. 
These ends cannot be attained without edu- 
cation. But in our zeal for the ideal, it is 
necessary to remember that even education 
is not solely an end in itself. Progress 
will be attained by building upon that 
which we have and working towards that 
in which we believe. Production and edu- 
cation must go hand in hand. 
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—Unrestricted Territory 
—Vested Renewals 
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Small Policies in 
Favor This Year 


(CONTINUED FROM PAGE 3) 


tion to buy a $25,000 policy may today 
be in the $5,000 class, but the buying 
power of the $5,000 insurance today is 
much greater than a few years ago. 





Insurance Company 


Madison, Wisconsin 
Openings in Wisconsin, Min- 
nesota, Iowa and Ohio 


USE THIS COUPON ! 
C. M. Kremer, Agency Supt. 





National Guardian Life Ins. Co. Another factor which is _ leading 
Madison, Wisconsin agency men to give preterence to the 


small policy is the fact that the morale 
of producers, who make many small 
sales, rather than attempting to make 
a few large sales, is maintained. There 
is a buoyancy that comes from making 


I would like details of your square deal 
contract. 


Name 
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Position Wanted—By Univ. of Calif. Graduate 
in Actuarial Science—Trained in Accounting— 
Economics — and Mathematics. Reference. 
Prof. A. H. Mowbray, Univ. of Calif., Berke- 
ley. Desire Home Office work—preferably 
actuarial or accounting departments. Address 
X-13, The National Underwriter, Chicago. 


State 


General agencies 
await YOU 


Are YOU ready to 
enlarge your world? 


Splendid contracts —strong 

support—Council Bluffs, Iowa; 

Davenport, Iowa; Rochester, 
Minn.; Lincoln, Nebraska 


WRITE US BEFORE MAKING A CHANGE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 
CEDAR RAPIDS, IOWA 


Jay G. Sigmund, Vice-President and 
Agency Director 
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We have excellent General 
agency openings in Nebraska, 


Minnesota and Iowa. 


C. B. Svoboda, 


Col. C. B. Robbins, 
Secretary 


President 
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a sale, no matter what the size, and 
agency men feel that there is more 
chance of producers experiencing this 
buoyancy if small and average sized pol- 
icies are set up as a conscious objective. 

It is unlikely that the companies will 
create many new general agencies in 
1933. Attention will be given to the es- 
tablished agencies and every aid will be 
extended to them. The expense of es- 
tablishing new offices these days is 
great and the hazards are many. Some 
companies, when production began to 
fall off, sought to overcome that tend- 
ency by rather frantic efforts to throw 
additional and untried man power into 
the breach. 


Many Willing te Try 


It is likely that general agents will be 
even more cautious about putting on 
new men. There is an extraordinary 
number of people available today for 
life insurance selling. However, the 
great majority of them, who are willing 
to try their hand at this business, would 
consider it only as a stop gap and would 
have their hearts set on returning to 
their old form of employment. General 
agents will likely devote greater atten- 
tion to their going organizations in an 
attempt to make their present staff 
more effective. 

Some companies have already retired 
from remote and sparsely populated 
states. The fever to cover as much 
ground as possible has subsided. It is 
no longer regarded as essential to be 
entered in a great number of states. The 
smaller companies particularly will de- 
vote their energies to territories in 
which buying power exists. 

The year 1933 promises to be thor- 
oughly sane: from a production stand- 
point. Enthusiasm will be important, 
but frenzy will not. The war against 
twisting will be carried on and it will 
be aided if such a high premium is not 
placed on volume and small sales are 
encouraged. 


Year in Retrospect 


The public, looking back on insur- 
ance in the year just ended, will prob- 
ably recall 1932 as the year when the 
institution strikingly clinched its right 
to the term “depression-proof.” To those 
within the business, however, it will 
bring back more specific recollections. 


It was the year when policy loans 
reached their peak; when maintenance 
of former dividend scales was the ex- 


ception rather than the rule; when the 
seriousness of the replacement problem 
forced itself upon the companies; when 
the question of increasing renewal com- 
missions at the expense of first-year 
compensation was publicly advocated; 
when investment departments had their 
greatest share of foreclosures. The year 
also marked the beginning of improve- 
ment in the cash repayment of policy 
loans as well as the slackening in the 
demand for new loans. Annuities, forg- 
ing quietly ahead, rose to new heights 
of importance in i932, particularly dur- 
in« the last six months. 
Jumbo Policies Decline 


Jumbo policies, the fair-weather 
friends of 1929 and earlier, became even 
less of a factor in 1932 than in the earlier 
years of the depression, and with good 
reason. The agents couldn't find the 
buyers and the companies were loath to 
issue extremely large policies. Income 
disability faded out as a factor of impor- 
tance, most companies having discon- 
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tinued or drastically modified it early in 
the year. 

The replacement problem was prob- 
ably the most important one of the year, 
although it was in the year previous 
that the inter-company anti-twisting 
agreement went into effect. It was the 
American Life Convention meeting of 
1932, which brought the twisting situa- 
tion dramatically to the attention of the 
life insurance fraternity. The potential 
danger to the whole institution of legal 
reserve life insurance could no longer 
be blinked after that. 

It was in 1932 that investment depart- 
ments got into a new field on a large 
scale—that of the “mortgagee in posses- 
sion” in dealing with Gefaulted interest 
or principal payments. It is estimated 
that this group of properties—in which 
the company takes over the property 
and operates it as owner but without ac- 
tually taking title or going through fore- 
closure—is now as large as either prop- 
erties owned under foreclosure or in 
process of foreclosure. 

Production of new life insurance has 
continue downward. However, there is 
evidence to show that life insurance pro- 
duction normally lags about a year be- 
hind general business in starting the 
upward trend, as was the case in 1921- 
22. If the low point in general business 
was last May or June, the upturn in life 
insurance should not be far off. 


New York Life Inaugurates 
24-page “Nylic” Magazine 


After a career ‘of nes nearly 42 years the 


New _Y ork Life’s “Bulletin,” instituted 
and in its early period largely written 
by George W. Perkins, is changing 


from a weekly basis to one of publica- 
tion at intervals whenever exigencies 
require quick contact with the field staff. 
The company this month is inaugurating 

24-page magazine entitled “The Nylic 
Review,” with Stratford Corbett as = 
tor, assisted by Granville Howard and 
H. S. Main. It will contain educational 
and canvassing information. Mr. How- 
ard as field editor and Mr. Main as 
associate will continue their services 
with the bulletin. Mr. Howard served 
many years, having been selected by 
Mr. Perkins to aid him in publishing 
the bulletin. He has been responsible 
for it for more than 25 vears. 


Advertising Committees Named 


S. F. Withe, president of the Insur- 
ance Advertising Conference, has an- 
nounced the following committee ap- 
pointments: Publicity, R. W. Smiley, 
Royal-Liverpool group; exhibit, J. A. 
Young, Monarch Life of Springfield, 


Mass. ; convention, Nelson Phelps, 
Northwestern Mutual Life; frontier 
safety, R. G. Richards, Atlantic Life; 


standards of practice, H. H. Putnam, 
John Hancock Mutual Life; safety, H. A. 
Warner, Maryland Casualty; pirating of 
names, C. S. S. Miller, North British & 
Mercantile; Century of Progress, H. V. 
Chapman, Ohio Farmers; educational, 
Bart Leiper, Pilot Life of Greensboro, 
N. C.; speakers, L. A. Jacobs, South- 
land Life of Dallas. 


_ R. C. Spears, Brazil, Ind., has been in- 
jured in an automobile accident and will 
be unable to continue his connection with 
the Western & Southern Life. 
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